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They accompany each other 


When Family Protection and Re- 
tirement Income—both great moti- 
vators of sales — accompany each 


other on one program, they have 











strong listening appeal. 








Both of these top performers are 
in the Prudential Income Endow- 
ment plan — and they have this 


strong supporting cast: 





Premium Waiver Disability 

Benefit 

No wonder Agents, Brokers 
Accidental-means Death Benefit 
—with no age limitation. When 

and clients are in harmony included, it’s good for the dura- 
tion of the policy. 

about their praises for the — 

Flexibility—maturity value can 


be taken in cash or under one 


Prudential Income Endowment Plan ot our income plans 
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A Greater Opportunity May Await You 
With Continental Assurance 


Continental Assurance . .. one of America’s fastest growing 
life insurance companies . . . is today rapidly approaching the 
mark of a billion in force. Such immense progress has created 
new, outstanding opportunities for experienced life insurance 
men who seek richer futures. 


POSITIONS NOW OPEN 


SALARIED Intensive cultivation of 
SUPERVISORS territories from coast to 


coast permits constant 
expansion of our staff of state supervisors. 
Salary plus incentive increase plan. Complete 
welfare program provided. 


GENERAL 
AGENTS 


Producers with executive 
and organizational ability 
are invited to investigate 
‘the possibilities of a valuable Continental Assur- 
ance franchise. Policy equipment is unsurpassed. 
Cooperation and proved building formula is pro- 
vided by Home Office. Attractive commissions 
and unique pension plan. 


DEPARTMENT Prominent multiple line 
MANAGERS agencies, anxious to serve 
the life insurance needs 
of their clients, have asked assistance in finding 
capable, experienced men to head up their life 
insurance departments. We consider these posi- 
tions to be among the finest, most lucrative op- 
portunities in the life insurance field today. 


Find out what Continental Assurance has to offer you. Costs 
you nothing. May benefit you tremendously. Send a complete 
record of your background, life insurance production and ex- 
perience. All replies confidential. 


Agency Department 


CONTINENTAL ASSURANCE COMPANY 


310 South Michigan Avenue 
Chicago 4, Illinois 


Over $300 Million Increase in Insurance in Force Last 24 months 




















Equality of Opportunity 


the great gift given to us by the men who 
suffered at Valley Forge and protected at 
Gettysburg, Chateau Thierry and lwo Jima— 


the gift that is one of the main anchors of 
our democracy. 


Each succeeding generation has done its bit 
in furthering this priceless heritage—the heri- 
tage of hope, of faith, of tolerance—the heri- 
tage that has given us the highest standards 
of living of any people of the world. 


Equality of opportunity—the very heart of 
life underwriting. If you are interested in that 
profession, you will find it pays to be friendly 
with 


“The Friendly Company” 


Frankfort Indiana 









MOUER 








YOU HAVE 





IN EVERY 





COMMUNITY 
WHEN YOU'RE WITH THE 





MODERN WOODMEN FIELD FORCE 





than 8000 local ca secre- 
taries, who’ collect Lo gag from 
mem v cids for 


his community, the 
is o “natural” asa 














VE WOOUMEN 


ROCK ISLAND - ILLINOIS 
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Guardian Turns Thumbs 
Down on Writing Group 


Any company executive who may be 
toying with the thought of opening up 
a group insurance department or any 
agent or manager who wonders why his 
company doesn’t jump aboard the group 
gravy train will find much food for 
thought in the report made by Irving 
Rosenthal, actuary of Guardian Life, 
in which he sets forth in detail the 
reasons why Guardian has decided, after 
giving the matter the most careful con- 
sideration, not to go into the group 
feld under present conditions. 

Mr. Rosenthal presented his report 
at the recent agency convention of 
Guardian Life. It was not given out in 
the publicity on that gathering but be- 
cause of the comments heard frem many 
who attended the meeting and because 
of the present intense interest in the 
whole subject of group insurance, THE 
NaTIoNAL UNDERWRITER asked permission 
to print the summary which is given 
herewith. 


Favored Group at First 


The report is far from being just a 
rationalization for refusing to take a 
step the company didn’t want to take 
anyway. Mr. Rosenthal tackled the sur- 
vey that preceded the report with the 
idea that the company should get into 
the group business right away. It was 
only after all the returns were in that 
he decided that it would be a move of 
doubtful wisdom, at least under current 
conditions. 

The survey proceeded along two lines: 
Investigation of conditions in the group 
business and conferences with Guard- 
ian’s field force to get the benefit of their 
experience, attitude and counsel. The 
company sent out a rather detailed 
questionnaire to its managers. This was 
supplemented by a large number of per- 
sonal conversations with both managers 
and agents. 


Field Force Main Consideration 


“In approaching this study,” said Mr. 
Rosenthal, “our main consideration has 
been what group insurance could do for 
our field force. Will it increase the dollar 
income of our managers, agents, and 
field representatives? Will it aid our 
managers in recruiting and in develop- 
ing brokerage contacts? Will group 
insurance furnish valuable by-products 
in the way of additional new prospects 
for ordinary insurance? Going by the 
results of our field questionnaire, most 
of you men in the field force think it 
would do those desirable things. 

“But here’s an interesting point— 
an analysis which we made of the re- 
plies to the field questionnaire shows 
that those men who have had the least 
experience with group insurance ex- 
pected it to do the most for them, 
while those who have had some experi- 
ence with it are much less enthusiastic 
about its possivilities. Our investigation 
of the results in the group business as a 
whole indicates that only a very mod- 
erate degree of optimism is justified 
when you estimate the amount of bene- 
fit that a force of full-time life men 
will get out of the addition of a group 
department.” 


HOW MUCH TO AGENTS? 


Practically the first thing Mr. Rosen- 
thal wanted to know in making the 
study was: Out of the big volume of 
new group insurance written in the 
United States in 1947, how much was 
credited to the account of men in the 
life field force—both managers and 
agents? Ordinary sales amounted to 








about $15 billion, of which it appeared 
that probably $12 biilion was credited to 
life agents and managers. Group life 
sales on the other hand amounted to 
about $2.8 billion. How much of that 
could be regarded as credited to life 
men, as contrasted with brokers, group 
specialists etc.? 

The first significant fact discovered 
was that about 60% of new group life 
production represented additional insur- 
ance on existing group policyholders. 
Mr. Rosenthal conceded that this was 
just dandy for the established group 
companies, giving them an_ assured 
source of new business because usually 
an employer wants to deal only with one 


insurer. But it’s not so good for the 
company that is trying—or thinking 
of trying—to break into the group 
business. 


Most New Cases Went to Brokers 


As to where the remaining 40%, made 
to brand new policyholders came from, 
it appeared that about two-thirds or 
more of such sales were credited to 
brokers—a large share to brokers spe- 
cializing in group. Only about one-third 
of the 40%—roughly 15% of all 1947 
group sales—could be traced to brand- 
new policyholders who had been sold 
group insurance with the assistance of 
agents and managers of the regular life 
field force. 

In dollar amounts this percentage 
totalled about $400 million of group life 
—about $6,000 or $7,0)0 of group produc- 
tion per man, equivalent to about 34% 
of the corresponding ordinary produc- 
tion of these men. 

The questionnaire showed that Guard- 
ian’s field force had placed in 1947 $3.2 
million of group life on 34.employers hav- 
ing about 2,000 employes in the aggre- 


gate. To try to get a line on what the field | 


might have done had Guardian been in 
the group business with a good com- 
petitive setup and adequate sales serv- 
ice Mr. Rosenthal talked with group 
executives of some companies that have 
entered the group field comparatively 
recently. Results of one of these in- 
dicated that Guardian agents would not 
get much more group business than they 
were getting without a group depart- 
ment. Figures of another insurer indi- 
cated that by about three years after 
establishing a group department Guard- 
jan’s full-time field force could figure 
on producing about $10 million of group 
life or about three times what it pro- 
duced in 1947 without any group de- 
partment. 


Common Type of Frustration 


Mr. Rosenthal also called attention to 
what he termed a very common situa- 
tion in the group business: A life agent 
initiates a group sale. The case is de- 
veloped and closed with the help of the 
local group supervisor. When the em- 
ployer is about ready to sign the applica- 
tion he tells the group men that he 
wants some particular broker to get the 
commissions. 

“The story ends with a very disap- 
pointed life agent,” Mr. Rosenthal said. 
“Tt is seldom that a group company can 
afford to protect the interest of the 
life agent that started the ball rolling in 
the group sale. If it does, some other 
company gets the business and every- 
body else loses.” 

Despite all the objections listed above, 
Mr. Rosenthal said he felt the con- 
clusion would be reached that starting 
a group department would be of some 
little help to the field force, and if so, 
why not do it?. However, there are 
other considerations, such as cost—both 


Plans for-A.L.C. 
Annual Meeting in 
October 


Plans for the 43rd annual meeting of 
the American Life ‘Convention in the 
Edgewater Beach hotel, Chicago, Oct. 
4-7, are developing rapidly and W. E. 
Bixby, president Kansas City Life, pro- 
gram chairman, announced program ar- 
rangements for general sessions. His 
associates on the program committee 
are S. J. Hay, president Great National; 
Alexander T. Maclean, president Massa- 
chusetts Mutual, H. W. Manning, vice- 
president, and managing director Great- 
West, and Cecil Woods, president Vol- 
unteer State. 

Chairmen of the convention’s Legal, 
Financial, Agency and Combination 
‘Companies sections are expectéd to an- 
nounce the sectional programs soon. 

The customary five-day program is 
being condensed into four days. Gen- 
eral sessions Oct. 6 and 7 will be pre- 
sided over by R. B. Richardson, A.L.C. 
president and president of Western Life, 
Helena, Mont. Chairman B. M. Ander- 
son, counsel ‘Connecticut General Life, 
will preside over the Legal Section; 
Chairman David W. Gordon, financial 
vice-president Monarch Life, over the 
Financial Section; (Chairman ‘Charles H. 
Heyl, agency vice-president Bankers 
Life of Nebraska, over the Agency Sec- 
tion, and Chairman Richard B. Evans, 
president Colonial Life, over the dinner 
meeting of the Combination Companies 
Section. 

The schedule of sessions will be: 
‘Monday, Oct. 4—Legal, Financial and 
Combination sections (dinner meeting); 
Tuesday, Legal, Financial and Agency 
sections; Wednesday , and Thursday, 
general sessions. 

The meeting will conclude with a ban- 
quet Thursday evening. 


Formal Invitations Eliminated 


In addition to the change in schedule, 
the A.L.C. also has given up the prac- 
tice of issuing formal invitations which 
for many years were sent to a long list 
of executives of member companies and 
others whose work or interests were 
closely ,allied. “Discontinuance of the 
practice,” R. L. Hogg, executive vice- 
president and general counsel of A.L.C., 
said, “does not mean that those who cus- 
tomarily receive invitations will be any 
less welcome at the forthcoming annual 
meeting.” 

The growth of A.L.C. in the last year 
to a record 220 member-companies 
throughout the United States and ‘Can- 
ada, and the excellent program which is 
being prepared, indicate the annual 
meeting will be one of the largest in 
number attending ever held. A registra- 
tion of close to 1,000 life insurance ex- 
ecutives is expected. 








in dollars and in terms of the strain and 
wear and tear on people and organiza- 
tion, and whether opening a group de- 
partment would not seriously hamper 
the company in carrying out other de- 
sirable objectives. 


LIFE NOT ENOUGH 


As to cost, Mr. Rosenthal pointed out 
that it is no longer possible to go into 
group insurance with the idea of writ- 
ing just group life, for a company can’t 
get to first base without writing all 
the casualty lines, weekly sickness and 
accident indemnity, hospitalization for 
employes and dependents, surgical bene- 
fits for employes and dependents. If a 
company wants to get business from 
brokers, especially big-time brokers who 

(CONTINUED ON PAGE 14) 








Northwestern Mutual 
Agents Group Meets 
at Milwaukee 


1,127 Qualify for Nine 
Company Production 
Clubs; Honor Millionaires 


MILWAUKEE — Many outstanding 
records were made during the 1947-48 
agents’ year with 1,127 qualifying for the 
nine production’ clubs, Grant Hill de- 
clared at the presentation of honor 
awards at the annual meeting here this 
week of ‘Northwestern Mutual Life 
Assn. of Agents. Production of $425,- 
273,170 during the agents’ year was the 
second largest in history and 32% ahead 
of the average of the five previous years. 


The awards were made at a banquet in 
the civic auditorium instead of at the 
opening session. Gerald M. Swanstrom, 
general counsel, was toastmaster. 

An outstanding feature of the meeting 
was the presentation and honoring of 








Grant L. Hill 


E. Fitzgerald 


68 members currently under contraot 
who have each paid for $10 million or 
more of life insurance in the company. 

Grant L. Hill, vice-president and di- 
rector of agencies, introduced the $10 
million producers and declared that they 
have collectively paid for more than $931 
million of Northwestern Mutual insur- 
ance, an average of more than $13 mil- 
lion per agent. The youngest of the men 
started with the company at the age of 
17 and the average age at the time of 
their first Northwestern contract was 28. 

Norman R. Hill, Seattle, responded 
for the veterans group. He advised new 
agents to plow back their earnings in 
their own business rather than risk it in 
another. 

The meeting drew a capacity audi- 
ence of agents, wives and company of- 
ficials. The meeting opened with a fan- 
fare provided by the combined women’s 
and men’s choruses of home office em- 
ployes. M. A. Carroll, president of the 
agents association, was in the chair. 


Present Play 


A unique feature of the meeting was’ 


the presentation of a play written by 
Laflin Jones, assistant director of agen- 
cies, which presented the case of a widow 
whose husband died intestate and with 
no buy or sell agreement with his busi- 
ness partner. The circumstances were 
contrasted with the effective working of 
the same man’s problems under a 
Northwestern Mutual contract. 
President Edmund Fitzgerald in his 
annual address which followed the play, 
gave credit for the efficient handling of 
estate matters to the entire home office 
(CONTINUED ON PAGE 15) 
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1948 Time Saver 
Is Now Off Press 


Comprehensive Analysis 
of Commercial A. & H. 
Policies Given 


For a quarter of a century A. & H. 
men have looked forward to getting 
each annual edition of the Time Saver, 
containing analyses of commercial 
A. & H. policies. The 1948 book, now 
off the press, is the 25th edition. 

There never have been so many and 
such varied disability policies as are 
offered to the public now. An agent 
needs to know the exact provisions of 
policies so he can effectively promote 
his own contracts and so he can intelli- 
gently advise elients and prospective 
customers about policies. : 

Containing 944 pages. the 1948 Time 
Saver thoroughly analyzes all the com- 
mercial contracts written by 100 leading 
companies. The premiums are fully 
stated for each policy, .and rates given 
for every age for both men and women. 

The new Time Saver contains more 
than 1,000 policies. Along with each pol- 
icy is full information about riders and 
endorsements issued with the policy. 
Scores of contracts which have not been 
published in any book before are in the 
1948 Time Saver. 


Description Method Unique 


The Time Saver method of describing 
a policy is unique, being followed only 
in this publication and the monthly 
service of the A. & H. Bulletins policy 
analysis section. The description of the 
policy states amount of principal sum, 
total disability provisions, partial dis- 
ability provisions, aviation coverage, ill- 
ness coverage, if any, and elimination 
period with illness total disability, con- 
fining and non-confining provisions. The 
analyses explain the limitations, or ex- 
clusions, in full. ; 

If a policy has an assessment provi- 
sion, the Time Saver accurately states 
it. Thus it supplies exact and complete 
facts about all contracts of each com- 
pany. The book is standard. equipment 
for agents representing every company. 

In addition co the comprehensive pol- 
icy information, the financial statement 
figures are given for all of the disability 
writing companies. That section shows 
assets, surplus to policyholders, capital, 
if any, premiums earned, with losses 
and adjustment expenses incurred, for 
each company, both stock and mutuals. 
In this section alone figures for over 
487 companies are reported. 

The 1948 Time Saver includes in a 
special table the non-cancellable (guar- 
anteed renewable) premiums and losses 
for the companies now writing that type 
of business. The figures are also stated 
for all companies that wrote non-can in 
the past but discontinued. 


Life Disability Clauses Given 


Some life companies have total dis- 
ability clauses in the life policies. Com- 
pilers of the Time Saver examine these 
disability clauses of all life companies 
having $1 million or more of premiums 
and describe the provisions in the Time 
Saver. 

Other useful information is included 
in the 1948 Time Saver such as index 
of companies listing states in which 
each is licensed to do business, home 
office address, officers of the company, 
and an explanation of the rating manual 
used by each company. This part of 
the book also explains whether a com- 
pany advances disability policy pre- 
miums at certain specified ages for 
either new or renewal contracts, or tells 
if the company writes at level rates 
throughout the life of the policies. If 
the company issues aviation coverage 
this section explains it. 

The 1948 Time Saver is published by 
The National Underwriter Co., Cincin- 
nati, and may be purchased from any of 
the branch offices of the company. It is 
priced at $5. 
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Operation Expense 
Climbed in 1947 


Expenses of operation of U. S. life in- 
surance companies rose during the year, 
though the increase was less than in 
1946, according to Institute of Life In- 
surance. Operating expenses absorbed 
17% of total income in 1947 as against 
15.7% in 1946 and an average of 14.1% 
for the 10 years ending in 1946. 

Agency expenses in 1947 were 10.3% 
of total income, compared with 10% in 
1946. Wages and salaries of company 
personnel rose in 1947, both because of 
the increased number of employes and 
pay increases. Salary totals accounted 
for 3% of income in 1947 compared with 
2.7% in 1946. 

The greatest percentage increase was 
shown in expenses other than agency 
and salary, including rent, printing, 
office supplies, medical and claim ex- 
penses. These items took 3.7% of in- 
come in 1947 compared with 3% in the 
previous year. 





Downey O.K.s 10 Courses 


Commissioner Downey of California 
has approved finally 10 courses of study 
submitted by life companies; has ap- 
proved 62 tentatively, with Jan. 1 set as 
date for final approval if amended to 
meet the requirements of the law, while 
47 have been disapproved. 





Weigh Apartment Project 


Directors of National Life of Ver- 
mont gave consideration to a prelim- 
inary report by architects on a proposed 
16-20 unit apartment house to be built 
by National Life at Montpelier. Also 
plans were considered for new quarters 
for Naticnal Life’s training school. No 
definite action was taken but the direc- 
tors authorized a continued investiga- 
tion of the apartment project. 
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MONEY’S WORTH 
AND MORE 


If you had your choice of attending a high school 
football game or a nationally publicized college football 
contest you would undoubtedly choose the latter. You 
would choose it because the atmosphere surrounding a 
college game is more magnetic and animated—in short, 
you would be getting your money’s worth and more. 


equal. 


money ! 








LIFE 


Your prospect wants to get more than his money’s 
worth too. He can get just his money’s worth from any 
life underwriter because mathematically all policies are 
But he can get more than his money’s worth if 
he sees the ‘““Big Game’’—if he deals with the life under- 
writer who is prominent in his community, respected in 
his profession, and so competent and well informed that 
his services are of genuine value to the prospect. 


When you increase your stature as a citizen and as a 
life underwriter, you give your clients more for their 


Insurance in Force — June 30, 1948 — $367,237,298 


COUMMUNWEALEO 


INSURANCE 


Arizona, Detroit, 
Philadelphia Lead 
in Six Month Gains 


Life Insurance Agency Management 
Assn. reports that Arizona, with an 
increase of 11% and Virginia with a 10% 
improvement over the corresponding pe- 
riod last year led all states in ordinary 
rate of increase for the first six months, 
Delaware sales gained 35% during June, 
Arizona 32% and Colorado 18% to top 
the ordinary increases for that month. 

Philadelphia and Detroit led for the 
six month period with gains of 6%. 
Philadelphia showed the greatest rate of 
increase for June with 8% and Detroit 
was second. The figures for the lead- 
ing cities comparing increases this year 
with the same periods in 1947 follow: 


June Six Months 
Increase Increase 


Percent Percent 
oe jeans il OE _—2 —10 
Chicago ............. 1 — 2 
Cleveland ........... 2 1 
er 3 6 
Los Angeles ........ —_—7 — 3 
New York City...... _—7 — 5 
Philadelphia ........ 8 6 
St. Louis ............ —1 — 2 


Mutual Benefit Invests ; 
$3,250,000 in Apartment 


A 15-year mortgage for $3,250,000 has 


been taken on the new co-operative 
apartment at 880 Fifth avenue, New 
York city, by Mutual Benefit. This 


19-story fireproof apartment with pent- 
house is one of the newer luxury-type 
co-operative buildings, overlooking Cen- 
tral Park Lake and adjoining the Frick 
Museum. It contains eight doctors’ 
suites and 165 apartments ranging in 
size from three to nine rooms, with 
garage for 100 cars. The property is 
owned by the 880 Fifth Avenue Corp. 
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LOUISVILLE 





Chicago Office of | 
N. W. National Is 
Changed 


Dissolution of Northwestern National 
Life’s former Chicago branch office and 
a realignment of its 
agencies. there, 
aimed primarily at 
bringing home of- 
fice service closer to 
the agent, is an- 
nounced by Ronald 
G. Stagg, president. 

As a result of the 
changes, the Zern 
agency, largest unit 
in the Chicago 
branch, will oper- 
ate as a wholly in- 
dependent agency 
under the manage- 
ment of Albert J. 
Zern. It will be known as the Albert 
J. Zern agency with offices on the 10th 
floor at One North LaSalle street. S. R, 
St. Pierre and James C. Whiston, for- 





A. J. Zern 


merly of the independent Chicago 
agency, will be asseciated with the Zern 
agency. 


The Waukegan agency under direc- 
tion of V. Joseph Hultman and Lester 
E. Swank will operate as a separate unit 
in northeastern Illinois. 

Frank H. Collins, H. P. McGovern 
and Patrick F. Navin, Chicago agents, 
continue to function as an independent 
sales unit, headquartered at One North 
LaSalle street. 

Chester E. Pease, former office man- 
ager and supervisor in the Chicago 
branch, will transfer his activities to the 
Chicago agency’s field service office. 


Unaffected by the new Chicago 
agency setup is_ the Cramsie-Laadt 
agency in the Insurance Exchange, 


which for the last 16 years has repre- 
sented the company as a general agency 
independent of the Chicago branch. 

An agency field service office has been 
established in Chicago, the fourth such 
office the company has set up in the 
country, to operate with agencies in the 
Chicago, northern Illinois and Indiana 
areas. 

Regional manager in charge is Viggo 
E. Jensen, associated with the company 
for the past eight years and since 1946 
a member of the company’s home office 
field service department. 

The Chicago office will not be a pro- 
ducing agency but will be devoted solely 
to bringing home office service closer to 
agencies in its area. 

Before becoming a member of the 
home office field service staff, Mr. Jen- 
sen first was a full-time fieldman in the 
Chicago branch and later brokerage 
manager there. He is a veteran of the 
last war. 

Legatees Seek Policies 
Specified in Widow's Will 

Lawyers for the legatees of Mrs. 
‘Muriel Phelps of Sterling, Ill., who died 
March 29, 1947, have run into an un- 
usual insurance situation. Under Mrs. 
Phelps’ will 15 legatees are entitled toa 
total of $7,500 which the will directs 
is to be paid from her life insurance. 
While there was a total general estate 
of about $52,000 the will’s language en- 
titles the legatees to share only in the 
life insurance. 

Although Mrs. Phelps made provision 
for these legatees in her will to be paid 
out of the life insurance and was re- 
ported to have told several acquaint- 
ances shortly before her death that she 
was “insurance poor,” the attorney for 
the executor has informed the White- 
side county court that no proceeds 0} 
life insurance policies are in the estate’s 
assets. Lawyers for the legatees are 
trying to determine whether Mrs. Phelps 
left any life insurance that was in force 
at the time of her death. Her husband, 
August Phelps, died about a year before 
Mrs. Phelps, who was 66 at the time 0 
her death. 
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Mass. Governor 
Refuses to Fire 


Harrington 


BOSTON—A demand that Commis- 
sjoner Harrington of Massachusetts be 
removed from office that was made upon 
Gov. Bradford by Joseph Lamb of New 
Haven, supreme secretary, acting for 
the supreme board of Knights of Co- 
jumbus, as a result of the state official’s 
recent revocation of the fraternal’s 
Massachusetts license, which became 
effective June 14, has been flatly refused 
by the governor. ' : 

The K. of C. representative claims the 
commissioner’s action was “arbitrary 
and unwarranted” and the resolutions 
adopted by the supreme board assert his 
action was “the culmination of more 
than eight years of willful, arbitrary, 
capricious and discriminary conduct. 

It further charges the commissioner 
had “defamed and slandered” Knights 
of Columbus “with the purpose and in- 
tention to injure its standing and reputa- 
tion.” Commissioner Harrington is a 
member of the order. 

His action was to compel the fraternal 
to comply with state law which forbids 
transfer of monies from mortuary funds 
of a fraternal to general expense funds. 
The fraternal was given extended hear- 
ings before him, and his final action was 
postponed several times to allow the fra- 
ternal to adapt itself to compliance with 
the law. The fraternal’s defense was 
that the practice of diverting mortuary 
iund income was permitted in many 
other states. 

Gov. Bradford in a letter to Secretary 
Lamb called attention to the fact that the 
statutes authorize insurance organiza- 
tions to file a petition in the supreme 
judicial court and thereby obtain a re- 
view of any action by the commissioner 
that might be considered “arbitrary and 
unwarranted” as charged, and he in- 
formed the secretary he would refuse to 
accede to the demand that the commis- 
sioner be summarily removed from 
office. 

The officers of Knights of Columbus 
state the society has $328,083,542 insur- 
ance in force, $67 million assets, surplus 
of $6 million and an actuarial solvency 
of 110%. There are 45,478 members in 
Massachusetts of whom 19,059 are insur- 
ance members. ; 

Commissioner Harrington being on 
vacation, First Deputy Commissioner 
Cogswell issued the statement that “the 
society was given an opportunity to 
comply with the statutes before the rev- 
ocation was made effective.” : 

“I am strongly opposed to discrim- 
inatory action by any _ state official 
against any organization or any person,” 
the governor stated. 

He added that “where the statutes 
provide for judicial determination of the 
question as in this instance, I cannot 
accept the view that the governor’s 
office can properly act in substitution 
for the authority specifically vested by 
the legislature in the courts.” 








Lapses, Surrenders Rising, 
But Far Below Pre-War 


The ratio of policy lapses and_ sur- 
renders for cash to total policies in force, 
while up from the abnormally low level 
of the mid-war years, is still well under 
the pre-war levels, the Institute of Life 
Insurance finds. Since the all-time low 
in 1944 for policy lapses and surrenders, 
the total life insurance outstanding and 
the policy funds have also risen sharply. 
Policy reserves have risen by two-thirds 
in these same years. Consequently the 
1947 ratio of ordinary lapses is only 
3.5% as compared to the average rate 
for the thirties which was 8.3%. 

The ratio of surrender value payments 
to total policy reserves was .9% last year 
as compared to the record low of .7% in 
1944 and 1945. The Institute predicts 
that this year the ratio will not exceed 
1%, less than half the rate just prior to 
the war. 
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How to Go About Selling 
Business Life Insurance 


At the convention of Northwestern 
Mutual Life, business insurance was cov- 
ered by two experts, Julian Walter, dis- 
trict agent, Chattanooga, and J. Lowell 
Craig, special agent, Indianapolis, in a 
special seminar session with Deal H. 
Tompkins, Charleston, W. Va., as chair- 
man, 

“Business life insurance and particu- 
larly key-man insurance has been one of 
the most pleasant and profitable parts of 
my business, and has paid considerably 
larger returns for the amount of time 
and effort expended,” Mr. Walter stated. 

“I believe that the fundamental basis 
of a sale is very much the same, whether 
we are talking about a business insur- 
ance case of $5,000 or one for a ‘consider- 
ably larger amount.” 

Mr. Walter claimed that the basis of 
all his operations has been his prospect 
file: tabbed cards set up alphabetically 
and supplemented by a complete file 
when facts justify. In calling on a new 
prospect, he attempts to secure as much 
information as possible and, as he picks 
up new facts, adds them to his file. 


Values Dun & Bradstreet Subscription 


“My most profitable source of pros- 
pecting for key-man insurance has been 
a subscription to Dun & Bradstreet,” he 
continued. “Whenever I hear news of 
changes in a corporation’s management 
or ownership, expansion or making 
money, or of a new corporation being 
formed, I request Dun & Bradstreet to 
send me a report on that corporation. 
Very often I have secured a report on a 
plant or corporation with which I was 
not familiar but happened to pass, and 
have developed a good prospect, with 
resulting business. 

“This report furnishes me with the 
names of officers and directors, a brief 


history of the corporation and its offi- 
cers and directors, method of operation 
and distribution, balance sheet, and very 
often a profit and loss statement. It may 
also give the name of their certified 
public accountant, and many of you 
know the value of this information.” 

The majority of corporations carry the 
cash value of business life insurance as 
an asset in their balance sheet, and the 
report states the amount of life insurance 
owned by the corporation, and on whom. 
Such information helps in qualifying the 
prospect. 

Mr. Walter does not believe there is 
any one particular way that an assign- 
ment in life insurance selling should be 
done. Each individual should capitalize 
on his own particular talents. 

He, himself, prefers to work on a 
written proposal basis, which is usually 
mailed to the prospect after an initial 
or fact-finding interview, together with 
a personal supplemental letter. 

This proposal is standardized, so that 
it is not necessary to spend much time 
in its preparation. It attempts to get 
the idea across that the death of a key- 
man is an economic loss to be insured 
against and that there are collateral val- 
ues in the purchase of such insurance. 

The prospect’s thinking should be 
guided along desired lines and cer- 
tain technicalities covered to eliminate 
lengthy discussion in the selling inter- 
view, except by reference. In case more 
than one individual will make the deci- 
sion as to the purchase of key-man in- 
surance, the prospect may turn over the 
proposal to others for their study and 
viewpoints and a discussion of the plan. 

As to the amount of key-man insur- 
ance recommended, Mr. Walter will 

(CONTINUED ON PAGE 14) 
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me at this address.” 








Back of a Menu 


Three of our underwriters were traveling from Phila- 
delphia to Florida to attend the Company convention. 
William B. Snyder, one .of these three men from the 
Reese Agency, while waiting to get a table for three, 
saw a young man also waiting and he invited this stran- 
ger to join the three at a table. Mr. Snyder says: 


“The course of the conversation was along general 
lines except that we got to talking of whom we worked 
for, where we were going and why. The young man 
explained that he was an accountant on his way to ana- 
lyze a tobacco account.” When he expressed a mild 
interest in life insurance Mr. Snyder explained the life 
line story on the back of the menu. 


He asked questions. Upon returning from the con- 
vention Mr. Snyder wrote the accountant, forwarding 
a complete analysis of the plan they had discussed. About 
five weeks later the accountant wrote “After thinking 
over the program well over a month I have decided to 
apply for the policy outlined in the brief and would 
appreciate it if you would send the various papers to 
He sent in his check for the first 
premium on a $6,000 Retirement Income. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Snarls 3) 
Delaying Issuance 
of NSLI Policies 


_WASHINGTON ~— New forms of 
National Service life policies have been 
sent by the veterans administration to. 
the printer, but their issuance is ex- 
pected to be delayed by printing diffi- 
culties. However, VA says it plans to 
issue the policies for NSL converted 
insurance about the end of this year. 
These forms vary, depending upon the 
type of converted NSLI-20-payment 
life, endowment, etc. They have been 
approved by the VA actuarial advisory 
committee, 

: VA plans to issue new policies for 
5-year level premium term NSLI cov- 
erage to insured who take advantage of 
the new law authorizing extension or 
renewal of 5-year term policies for an- 
other 5-year period. The new policies 
contain provisions of the NSLI con- 
tracts as outlined in the NSLI law. 

The job of issuing NSLI policies is 
large. The number of policies (or other 
equivalent certificates) last April 30 was 
6,275,000, but VA says it has increased 
since then, and is expected to go still 
higher as a result of reinstatements be- 
fore the July 31 deadline. 

VA announced all its offices will re- 
main open Saturday, July 31, in order 
to afford veterans with lapsed policies 
every opportunity to reinstate by certi- 
fying their health is as good as it was 
when they took out the coverage and 
paying two months’ premiums. 

After this month veterans desiring to 
reinstate will have to pass a physical 
examination. VA _ estimated over 10 
million veterans are eligible to re- 
instate upward of $100 billions of NSLI 
coverage. 

VA is putting into motion machinery 
tending toward payment of NSLI divi- 
dends, using the $2,850,000 Congress 
provided for this purpose to start the 
job. VA had asked for $7,364,000 for 
this work this fiscal year. It estimates 
the over-all cost of the dividend pay- 
ment job at about $23 million, not in- 
cluding the dividends to be paid, but 
including preliminary work of auditing 
20 million NSLI accounts. 


No Official Dividend Figure 


There have been unofficial estimates 

by “experts” that the NSLI dividend 
may average $100 and that there is a 
surplus of $2 billions in the NSLI fund 
for distribution as dividends. However, 
there is no VA official figure on either 
of these items, 
_ The beginning of dividend distribution 
is not expected until 1950. The amount 
of dividend in a given case will depend 
upon the age of the insured, amount of 
policy and the period in which pre- 
miums were paid on it. 

‘Meanwhile, 26 VA insurance em- 
ployes—two from each branch office— 
have been undergoing a course of train- 
ing here preparatory to scattering to the 
13 VA branch offices about Aug. 1, 
where they will instruct other personnel! 
in the mechanics of checking up on the 
20 million NSLI accounts and how to 
figure out the dividends, etc. 


Administrator on Extended Trip 


Any reorganization of the VA insur- 
ance service, including the question 
whether that work should be “recen- 
tralized” in Washington or New York, 
for example, will await the completion 
of VA Administrator Carl Gray’s in- 
spection trip in the field, which he 
planned to include visits to all 13 
branch offices and about 70 VA regional 
offices, conferences with officials there 
and a check-up on methods pursued and 
results attained. Mr. Gray is expected 
to be absent from Washington. until 
about New Year’s Day. 





Mary, the daughter of William J. Gra- 
ham, retired vice-president of Equitable 
Society, and Mrs. Graham, will be mar- 
ried Aug. 3 to Samuel Adams, Jr., in 
New York City. 
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Encyclopedia Adds 
to Insurance Copy 


A new addition covering pension plans 
and trusts, has been added to the En- 
cyclopedia Americana, and will appear 
in the- 1949 printing to be released next 
spring. 

The new edition will contain 52 pages 
on insurance, 25 pages of which will be 
devoted exclusively to pension plans and 
trusts. This expansion of insurance cov- 
erage in a publication outside the insur- 
ance field is indicative of the growing 
interest in the industry that has taken 
place in the last few years. It is inter- 
esting to note that in the first edition of 
the encyclopedia in 1829 only 1% pages 
were devoted to insurance, and this ma- 
terial was little more than a definition 
of insurance, some discussion of marine 
insurance, and a brief summary of the 
history of insurance. In the edition 
issued in 1903, 10 pages were devoted to 
insurance, and in 1918 the section had 
grown to 25 pages. 


Keeping Material Current 


The material is kept current through a 
continuous revision plan. Under this 


plan new articles are substituted for old, 
or they are revised in the light of new 
laws, new headings are sometimes nec- 








) IF YOU LIVE IN A 


COMMUNITY PROPERTY 
STATE, EITHER NEW OR 
OLD, YOU WILL WANT 
R & R’S NEW “COMMUNITY 
PROPERTY HANDBOOK.” 


+. ¢ # 


THIS COMPACT 62-PAGE 
POCKET MANUAL gives 
you: 
(1) A complete compilation of 
essential tax information cover- 
ing life insurance and annuities 
in Community Property states; 
(2) Over 100 answers to typical 


questions that arise in program 
work in Community Property 
states; 


(3) Complete discussion of the 

application of the Federal tax 

laws in Community Property 

states; 

(4) A reprint of the law itself 

for each Community Property 

state; 

(5) A quick-key finder index and 

cross reference tabular guide. 
SPECIAL ATTENTION is 
given to the tax status of poli- 
cies (1) issued before marriage, 
(2) acquired during marriage, 
(3) owned either by husband or 
wife on the life of the other. 


IF YOU DO PROGRAM 
WORK IN COMMUNITY 
PROPERTY STATES, THE 
NEW HANDBOOK SHOULD 
BE A “MUST”. SINGLE COPY 
PRICE, 95c. BECAUSE OF 
THE SMALL BILLING, YOUR 
REMITTANCE WITH ORDER 
WILL BE APPRECIATED. 





PAUL SPEICHER 
Monoging Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 








INDIANAPOLIS 





essary, or often they have to be rewrit- 
ten in an entirely new theme due to 
change in interest and application. Such 
a plan keeps the Americana current, but 
avoids the prohibitive cost of $3 million 
to completely reset the volumes. 

In 1941 the insurance section was 
done over, and again in 1947, showing 
clearly the growth and change that has 
occurred in those few years. Sales rep- 
resentatives who are in constant contact 
with the general public relay informa- 
tion to the New York editors on what 
people want in the encyclopedia. 

The present treatment of insurance in 
the Americana embraces a history of in- 
surance, a listing of the services it per- 
forms, and full discussion of the types 
being written. These include: Life, acci- 
dent and health, fraternal, group, indus- 
trial, and a discussion of the science and 
economics of insurance. Finally, there 
is a glossary of terms peculiar to the 
business. 

Advisory editors, chosen for their 
knowledge of a field, select the editorial 
contributors. 

In order to insure absolutely accurate 
facts experts write each section. Some 
of the editorial contributors to insurance 
coverage are: Leroy A. Lincoln, presi- 
dent, Metropolitan Life; William J. Gra- 
ham, vice-president, Equitable Society, 
and James A McLain, president of 
Guardian Life. 





Advertisers Group Extends 
Membership Deadline; 
Await More Investigations 


WASHINGTON—Assn. of Insurance 
Advertisers has extended its deadline 
for charter membership to Sept. 1, and 
will not make public its code of ethics 
before then, according to Wendell Berge, 
general counsel. 

Last week. the association ratified 
amendments to the by-laws previously 
voted by mail. The code of ethics is 
included in the by-laws and has been 
in force since June 1. 

While Mr. Berge still declines to re- 
lease the names of association members, 
it is reported they include Old Ameri- 
can, National Protective, Guarantee Re- 
serve, Reliance Life & Casualty. 

The fact that some mail order com- 
panies have been investigated by the 
Post Office Department, it is contended, 
should not be regarded as_ specially 
significant. It has been understood for 
some time that that department would 
investigate all such companies. Those 
that have not yet been investigated are 
expected to be. 

Some companies not yet investigated 
are said to be in worse shape, so far 
as their advertising methods are con- 
cerned, than companies already investi- 
gated. Advertising material that has been 
under inspection lately has not been 
found vicious so much as “loose,” ac- 
cording to those who have examined it. 

The Post Office Department will give 
a reasonable time to members of the 
Association of Insurance Advertisers to 
clear up their advertising, according to 
report. The mail order insurance indus- 
try as a whole will have to do what the 
association is doing, or be faced with 
trouble, it is believed. Mr. Berge hopes 
that by industry action the necessity of 
departmental action will be obviated. 

The association budget was fixed at a 
recent meeting at $40,000 on the basis 
of its then membership, but income is 
expected to increase with growth of the 
association. 

Membership dues have been fixed at 
$50 annually for companies with not 
more than $250,000 annual premium in- 
come and $200 for those having more 
than $250,000 annual premium income. 

While some companies have quit the 
mail order field and now have agents, 
the Post Office Department reportedly 
feels that where renewals of premiums 
are based ‘on original mail solicitation, 
companies concerned are still within de- 
partmental jurisdiction. 

Companies which make initial con- 
tacts by mail, followed up by a visit 
from an agent, are not mail order com- 
panies, according to authorities here, but 


would be subject to Federal Trade Com- 
mission jurisdiction. However, that ju- 
risdiction is limited to unfair methods 
of competition and unfair and deceptive 
practices to the extent that they are 
not dealt with by the states in accord- 
ance with provisions of public law 15. 

The Post Office Department has set 
no standard that a health and accident 
company must have 40 or 50% loss 
ratio to be legitimate. The nearest thing 
to any such standard is that the depart- 
ment may call attention to the fact that 
in a given case loss ratio may be only 
8 or 10% and to the further fact that 
the average loss ratio of legitimate com- 
panies is 40 to 65%. However, the mere 
fact of low loss ratio does not consti- 
tute evidence of fraud. 


Recommend Wider Social 
Security System for Japan 


A complete revision of the Japanese 
social security system was recommended 
by a group of American public health 
and welfare employes after a 60-day 
study of the entire Japanese social se- 
curity system. 

summary of the recommendations 
of the group as released by the army 
includes setting up of a single agency 
for all covered persons for old age 
benefits starting at 60, disability bene- 
fits, survivors’ benefits, unemployment 
benefits and medical care including ma- 
ternity. However, the report states that 
it is not proposed that voluntary asso- 
ciations be prohibited or even discour- 
aged from providing cash benefits in ex- 
cess of those prescribed. The recom- 
mendation would cover approximately 
7% million employed persons and the 
total number of persons, including de- 
pendents, receiving protection would be 
approximately 25 million. 

For groups not subject to obligatory 
social security, but using voluntary 
plans, the recommendation is that those 
systems should be strengthened by re- 
quiring that prepayment medical care 
plans cover full cost of medical care and 
permit the local government to integrate 
its public health activities with those of 
the voluntary plan. 

The report also suggests that for all 
persons in the country relying on ex- 
isting prepayment systems that the 
capital cost of a hospital program should 
be borne by public funds and the operat- 
ing expenses of hospitals also should 
come out of the public till. 


Push College Courses 


WASHINGTON—Efforts to induce 
universities and colleges in the Wash- 
ington area to institute courses of insur- 
ance instruction will be made by the 
Washington Board of Trade insurance 
committee, according to V. Manning 
Hoffman, its new chairman. 
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Asks Certiorari in 
Air Death Case 


WASHINGTON Massachusetts 
Mutual has petitioned the Supreme 
Court for certiorari to the fifth circuit 
court in litigation with Selene R. Smith, 
The company is seeking declaratory 
judgment that two policies issued to 
Col. Sumpter Smith in 1933 have ma. 
tured as death claims, subject to their 
terms, including exclusion of aviation 
hazard under which the company lia. 
bility would be limited to the reserye 
less indebtedness. 

An airplane in which Colonel Smith 
of the air corps, was passenger under 
secret orders, disappeared in 1943 while 
en route from Puerto Rico to Trinidad, 
The War Department made a final find. 
ing of death. 


Trial Court Held for Company 


In trial court Colonel Smith was held 
to be dead and a jury found his death 
resulted from aviation Jan. 24, 1943, 
and the policies with aviation exclusion 
were declared matured. The circuit 
court reversed. 

Petition says company Agent Drake 
assisted Mrs. Smith in making up death 
proof for his’ company as well as for 
Protective Life and Prudential and that 
Mrs. Smith is collecting the proceeds 
under Protective and Prudential policies, 

Mrs. Smith paid premiums on Massa- 
chusetts Mutual policies between Janu- 
ary and November, 1943, but the fol- 
lowing December demanded their re- 
fund as not having been paid from her 
husband’s estate. 


Tendered Reserve Less Indebtedness 


Massachusetts Mutual says it ten- 
dered her the reserve less indebtedness, 
also premiums she paid, but she re- 
fused, demanding a statement of in- 
debtedness and tendering the company 
the amount of indebtedness, which it 
refused. 

Petition presents 12 questions to the 
court, involving whether the war depart- 
ment communications and findings are 
prima facie evidence of death under cer- 
tain Alabama acts, also alleged errors 
of the circuit court, etc. 

In supporting brief the company sub- 
mits a 12-point argument tending to 
show Colonel Smith is dead and finally 
that it is entitled to declaratory relief 
to determine the status of its policies. 
The brief says if Colonel Smith is later 
found alive, Mrs. Smith would have 
lost nothing and if he is alive tender 
of indebtedness will keep the policies in 
force until 1950 and he would have all 
the rights he has ever had. 





Give First Six Months’ Results 





New Bus. 
1948 


Acacia Mutual ........... 
Bankers Life, Ia. 
Bankers Life, Neb. .. 
Berkshire Life 


B. M. A. 
Cal.-Western States 





Colonial Life ............ 15,338,736 
Confederation Life ....... 56,953,320 
Connecticut Mutual ...... 108,485,970 
Excelsior Life ........... 4,449,56 

Great-West Life ......... 101,217,008 
Guardian Life ........... 42,622,792 
Indianapolis Life ........ 15,228,391 
AAOMTES “EMLO iyicsccscicies 49,432,261 
Liberty National ......... 56,778,000 
Life of Virginia ......... 81, ae 496 


Lincoln National ........ 
Manufacturers, Can. . . 500 
Mass. Mutual Life .. : * 1087533°991 





Minnesota Mutual .. . 49,994,006 
Mutual Benefit Life. = 113; 418,661 
Mutual Life, Canada. 57,159,030 
Mutual Life, N. Y. ....... 152,691,504 
Northern Life ........... 13,147,7 

Occidental Life .......... 203,526,742 
Ohio National ............ 33,934,062 
Pacific Mutual .......... 74,668,201 
Pan-American Life ...... 31,878,951 
Penn Mutual ............ 19,299,573 
Provident Mutual ........ 56,554,933 
Reliance Life ............ 56,223,667 
Southland Life .......... 14,073,060 
State Farm Life.......... tied 
United Benefit Lite eae on -- 78,863,281 
Washington National .... 69, 668, 872 


New Bus. 1948 Inc. 1947 Ine. 
in Force in Force 
$ 58,916,255 $ 37,232,428 $ 35,829,235 
3,811,3 41,853,742 54,907,312 
16,983,8 12,023,720 10,912,333 
17,816,567 9,799,472 11,081,203 
40,362,3 24,996,941 21,002,794 
49,486,242 22,215,615 36,669,863 
16,069,161 8,044,128 »292, 
57, 68,717 41,884,350 41,101,468 
ae hery 977 76,296,458 $1,205,369 
066, 383 9,411,072 10,333,32 
102. 843,036 72,485,416 80,042,69 
39, 400,674 27,494,377 25,664,50 
14'868,931 9,298,105 10,703,867 
49,466,920 16,422,048 18,869,433 
58,167,000 14,760,000 20,694,000 
81,370,992 37,518,682 45,191,158 
312,473,290 222,731,929 25,358,425 
1,014,750 1,043,00 2,921,235 
129,427,869 59,752,278 82,680,463 
48,057,224 33,698,878 35,844,868 
100,523,475 »947,101 56,209,021 
67,499,122 46,863,660 53,511,484 
160,009,423 60,382,410 $0,890,112 
,789,4 »368,051 13,353,486 
165,809,728 178,116,622 176,830,463 
27,085,430 19,137,827 16,085,746 
648, 31,982,595 25,984,234 
26,886,963 16,146,569 14,980,995 
126,726,230 63,394,065 76,836,751 
56,371,394 29,890,238 31,064,487 
48,586,535 33,237,206 29,257,8 
13,271,058 7,033,169 8,879,7 
30,920,457 15,421,195 19,987,808 
89, 633,815 26,698,430 44,044,540 
65,872, 692 20, 607, 867 23, "385,907 


*Decrease in force due to currency revaluation. 
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Parkinson Answers 
Critic of Equitable 
R. R. Bond Purchase 


Equitable Society is sending to its 
field force a letter written by President 
Thomas I. Parkinson to a critic of the 
purchase by Equitable Society of a $17 
million bond issue of Pennsylvania Rail- 
road. 

Much comment was aroused by the 
purchase when Equitable was awarded 
the bonds at par for 314% coupon after 
underbidding several investment bank- 
ing firms. Mr. Parkinson’s letter was 
sent to the field force to apprise them 
of the company’s stand with regard to 
criticisms of the purchase. 

“Replying to yours of the 23rd, I can 
not help but read between the lines a 
criticism that calls for reply. In bidding 
for the P. B. & W. bonds we bid what 
we believed to be a fair price for a 
first mortgage bond on one of the best, 
if not the best, pieces of railroad in the 
United States, the Pennsylvania line 
from Philadelphia to Washington. We 
bid in competition with investment bank- 
ers and obtained them at a 34% yield 
which is 3% of one per cent better than 
the average interest rate earned on all 
our assets last year. With respect to 
the bankers’ bid, we do not believe the 
bankers could reasonably have expected 
to get such a bond on the bases on 
which they bid which were all in excess 
of 4%. Their bids seem to us to be 
quite out of line in view of the fact that 
the Kansas City Southern bonds sold 
the week before last on a 3.6% basis, and 
the G. M. & O. bonds sold last week at 
about the same return. 


Interest Rate Too High 


“In any event, you probably noted 
that the officials of the Pennsylvania 
Railroad said after the bids were opened 
that they would not have sold the bonds 
at the price offered by the bankers. Fur- 
thermore, we do not believe that the 
I.C.C. would have approved burdening 
one of the best pieces of railroad in the 
United States with an interest rate in 
excess of 4%, especially at a time when 
the railroad did not immediately need 
the money but was merely providing for 
a better working capital position. 

“The Equitable has always been a 
large investor in the Pennsylvania Rail- 
road and it has always profited by that 
investment. You may be interested to 
know that our profits on transactions in 
Pennsylvania securities since 1940 to- 
talled $6,500,000. I said profits and I 
mean profits in the till. They are in ad- 
dition to a very satisfactory return that 
we have always enjoyed on our Penn- 
sylvania investment without anything in 
the nature of loss. 

“With respect to what appears to be 
your suggestion that we ought not to 
compete with the bankers, I can only 
say that if we had not in this instance, 
the bonds would have gone a-begging 
and that your suggestion is particularly 
interesting in view of the fact that al- 
most one year ago the Department of 
Justice lawyers were combing our files 
for evidence that we were refraining 
from competing with the investment 
bankers. If they had found such evi- 
dence (which they did not) they in- 
tended to join us, along with other life 
imsurance companies as co-defendants in 
an anti-trust case which is now pending 
against a number of investment banking 
firms here in New York City. 

“In other words, the government au- 
thorities believe, and we join them in 
that belief, that competition is a funda- 
mental part of the ‘American Way. In 
pursuance of that belief, in recent years 
we have frequently provided the capital 
required by various business institu- 
tions through what have come to be 
known as ‘private placements.’ It has 
been our policy not to solicit such busi- 
ness; consequently the initiative to ne- 
gotiate such transactions always comes 
trom the prospective borrower. It might 
interest you to know. that in many in- 
Stances the bankers come to us with a 


proposed deal, acting as the borrower’s 
agent. 

“In view of these circumstances, I 
really think you attach too much 1m- 
portance to this particular instance and 
I do not believe there is anything in it 
that suggests any detriment to the 
‘American Way.’” 


Books of Mutual Indemnity 
Are Clean, President Says 


Zeb B. Freeman, president of Mutual 
Indemnity of Louisville, has declared 
that the company’s books are clean and 
it has nothing to fear from a hearing 
on charges made by Director Thurman 
that the company was selling insurance 
on a stock company basis although 
chartered as a non-stock, non-profit con- 
cern to operate as a fraternal type of 
company. The department held that it 
had no evidence of any fraternal tie-in. 

Mr. Freeman contends that the com- 
pany was formerly associated with the 
Christian Fraternal Organization, of 
which he was the founder, and said that 
he had been an ordained Baptist min- 
ister as well as an insurance agent for 
25 years. He said that about 500 policy- 
holders are members of the fraternal 
group. 

The insurance department also ac- 
cused the company of failure to set up a 
reserve fund. Freeman held that the 
company issued no policies that re- 
quired a reserve fund. He said the 
company only issues small term insur- 
ance that has no cash or loan values. 
Policies carry cash benefit at death, 
ranging up to $500, depending upon age 
of the assured, and are really burial 
policies. He stated that a dozen or more 
claims had been paid, since the com- 
pany started operating, having been 
chartered Aug. 15, 1947. Its license 
was renewed for a year on July 1. 


N. Y. Life to Invest $18 Million 
in Chicago Housing 


New York Life will build 1,800 apart- 
ments on the south side of Chicago in 
an $18 million project which will be the 
first private enterprise development un- 
der the Illinois blight area redevelopment 
law passed last year. 

The new law provides that the state 
and city may acquire condemned prop- 
erty and sell it at a loss if new housing 
is to be built at the site. The cost of 
acquiring and clearing the area will be 
about $3 million and the property will be 
sold to New York Life for about $500,- 
000. New York Life will receive no tax 
aia and will pay local taxes in 
ull. 

Negotiations between the company and 
local authorities were carried on by 
Otto L. Nelson, vice-president. 


Insurance Policies “Goods” 


The second circuit court of appeals 
has upheld the U. S. district court’s 
decision in Darr vs. Mutual Life, in- 
cluding the opinion that insurance poli- 
cies are goods in the meaning of the 
fair labor standards act. 

The district court April 30, 1947, held 
Mutual Life liable for overtime on the 
ground that insurance policies are 
“goods.” However, after this opinion 
but before the final judgment, the dis- 
trict court permitted the company to 
prove defenses under section 9 of the 
portal-to-portal pay act (which became 
effective May 14, 1947). On. Oct. 1, the 
district court held that the company had 
proved its good faith and reliance on 
administrative practice under section 9 
and dismissed the complaint against the 
company. : 

In upholding the district court, the 
appeal court said that the building main- 
tenance employes of the company are 
covered by the fair labor standard act 
because insurance policies are goods 
produced for commerce. That court 
also held that the district court properly 
dismissed the specific complaint against 
Mutual Life. In addition, it ruled that 
the provision as to employers acting in 
good faith ufider section 9 of the portal- 
to-portal act is constitutional. 








Smaller Percentage 
of Income Put in 
Premiums Today © 


Institute of Life Insurance has de- 
termined that, although life insurance 
premiums are running 6% ahead of last 
year and 65% greater than 1941, they 
represent a smaller portion of national 
income than they did before the war. 
Current premiums represent only 3% of 
national income while in 1941 they were 
+ and the average for the thirties was 
6%. 

The Institute expects premium pay- 
ments this year to be $6,750,000,000 as 
compared with last year’s $6,250,000,000 
and about four million dollars in 1941. 
The 1948 estimate would represent an 
average of $90 per policyholder. 


Takes $3,250,000 Mortgage 


A 15-year mortgage for $3,250,000 has 
been taken on the new cooperative 


apartment at 880 Fifth avenue, New 
York, by Mutual Benefit Life. The 19- 
story fireproof apartment is one of the 
newest of the luxury-type cooperative 
buildings. 


Consider Mich. Group Cover 


LANSING, MICH.—Proposals of 
various companies to provide group in- 
surance for members of Michigan Assn. 
of Insurance Agents are to be reviewed 
at a meeting here July 28 of a special 
committee delegated to map such a pro- 
gram for the membership. Russell A. ~ 
Bradley, Ann Arbor, association vice- 
president, heads the committee. 


Booklet on N. J. Law 


The New Jersey chamber of com- 
merce will print a manual on the new 
cash sickness benefits law early in the 
fall. About 2,000 questions on the new 
legislation already have been answered. 
These were questions asked by individ- 
ual employers by telephone, mail and 
at nine regional meetings held by the 
chamber. 
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Northwestern Mutual Men 
Offer “Ideas That. Sizzle” 


Under the caption, “Sales Ideas That 
Sizzle,” some streamlined selling plans 
that have been used with success were 
presented in a panel session at the 
Northwestern Mutual Life convention at 
Milwaukee. Royall R. Brown, Winston- 
Salem, N. C., was chairman. 

Elmer V. Gettys, Toledo general 
agent, until recently executive assistant 
to General Agent Charles Eckert, De- 
troit, presented an educational proposal 
which has been effectively used. The 
education idea has universal appeal to 
parents, he said. 

Every father is interested in his chil- 

dren. The wife may be an old, old story 
and perhaps the romance has frayed 
around the edges and the marriage has 
worn a little thin. Even so, his chil- 
dren are forever fascinating—except at 
bedtime. It is commonly agreed that 
children make the home, but agents 
often underestimate the strength of their 
appeal. 
_ “Traditionally we have stressed the 
income to the wife or the savings and 
retirements themes in the sale of per- 
sonal life insurance. Perhaps your pros- 
pect is tired of hearing about the home- 
less widow or the penniless old man and 
has already bought several times en that 
appeal—maybe even from you. 


Fresh Appeal Offered 


“If you want a fresh appeal, remem- 
ber that every father is interested in his 
children—interested insurancewise in 
three or four ways. This interest can 
be put directly to sales use through the 
educational idea, the youth plan from 
age 9% up, and the various gift ideas.” 

He said the educational idea is one 
where thete is the closest thing to a 
Waiting line in life insurance. “At least 
more people have asked me about col- 
lege insurance, educational policies and 
insurance for their children over the past 
14 years than any other single idea,” he 
said. “Basically, all we are doing in 
most educational presentations is a job 
of packaging and merchandising. We 
simply rewrap our old friend, the ordi- 
nary life policy, and cut the package 
to fit the need. Since the presentation 
of the educational idea is mostly a pack- 
ing job, the proposal must be prepared 
carefully. Be sure you put the educa- 
tional package in such shape that the 
wife or guardian can unwrap it if the 
money is needed to put the children 
through grade or high school.” 

_ Here is the sequence of ideas of the 
insured educational plan: 

(1). ‘College funds if the insured dies. 


“Here we stress that the child goes to 
college for the full four years if dad 
dies.” (2). College funds if he lives. 
“It is important to point out that these 
accumulated funds alone won’t send the 
child through four years of college but 
will help dad send him. We get agree- 
ment that dad must and will help if he is 
here; after all, we are not proposing an 
endowment at age 18.” (3). If he lives 
and doesn’t need the money, then con- 
tinue the plan to 65 and it is an addition 
to the retirement fund with a profit on 
the purchase (assuming issuance at age 
39 or under on the 1948 dividend illus- 
tration basis). 

Mr. Gettys compared advantages and 
disadvantages of an endowment at 18 
to provide college funds with the insured 
educational plan. He concluded that 
there is no good reason why dad should 
buy the juvenile endowment, and yet 
hundreds of millions are sold every year 
—mostly because agents haven’t studied 
the solution to the educational problem 
carefully and also because people keep 
right on asking for education insurance. 

Four effective ways to use this idea, 
Mr. Gettys said, are to answer inquiries, 
as a package sale, as an attention-getter 
or as an approach, and as part of a pro- 
gram. 


Woman’s Viewpoint Given 


Mrs. A. S, Liston, South Bend, Ind., 
leading woman agent of Northwestern 
paid for $539,000 for the agents year. 
Her experiences as a purchaser, a bene- 
ficiary and as a life insurance producer 
were utilized in her presentation of “The 
Woman’s Viewpoint.” 

Analyzing the business she wrote in 
1947, she said that of the total volume 
of $401,500, $373,000 was written on the 
lives of 32 men, average sized case $11,- 
656, while $28,000 was written on seven 
women, average size $4,071, with an 
average over-all sized policy of $10,294. 

Mrs. Liston pointed out, however, 
that a more careful survey showed it 
was not as one-sided as it may seem, as 
of the 32 men sold, 14 with a total vol- 
ume of $144,000 were reached through 
women. In 10 cases it was the wife 
through whom the contact was made; in 
two cases, a friend; in one case a mother 
and another case a mother-in-law. So 
she said approximately half of the busi- 
ness came directly through contact with 
a woman, 

She contended that too much empha- 
sis is being placed on men and women 
as men and women, and not enough on 
them as people. “It never occurs to me 
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to legislate for or against a prospect on 
the basis of sex any more than on the 
basis of creed, race or profession,” she 
said. I am not interested in selling a 
man, but I am interested in selling life 
insurance. Rather I like to know the 
background of the individual, his or her 
environment, present and past, so that 
I may come in on some common 
ground or understanding and have his 
attention, which is the first step toward 
confidence. From then on the case is 
yours to mold. I have always found men 
are most willing to talk about their ac- 
complishments and abilities. 

“So it is in approaching a woman as a 
client. Forget that she is a woman 
other than as natural courtesy demands. 
Locate her interests, discuss what she 
likes to read, what her dreams are, what 
she wants to accomplish. Approach her 
on common ground using her environ- 
ment and background as the criteria.” 

Expressing disagreement with a re- 
cent Gallup poll conclusion that men 
were more interested in dollars and 
money, while women were more inter- 
ested in ideas, Mrs. Liston said her ex- 
perience has been that men are equally 
interested in ideas. In analyzing ‘her 
business, she found that $325,000 of it 
was sold on an idea approach. She cited 
several cases in point. 


Favors ‘Selling the Wife’ 


“TI subscribe to the theory of ‘sell the 
wife’ because we know that today the 
‘woman is an important factor in our 
economic picture. Not because she is 
a woinan, but because she has proven 
that she is able and willing to assume 
responsibility in the management of her 
home and of the finances of the family. 
In our highly complex and competitive 
way of life here in America, it takes all 
of a man’s time and energy to make the 
money; therefore, he is happy to turn 
the management of it over to his wife. 
This is particularly true of professional 
people.” 

She related her life story of being 
married to a physician and moving to 
South Bend where he began the practice 
of anaesthesia, in debt and with current 
expenses to meet during the period of 
establishing a practice. On borrowed 
money they acquired the first $20,000 of 
life insurance, later purchased another 
$24,000 and a year later discovered that 
Dr. Liston was uninsurable and with 
only another year to live. “He paved 
my life so that it would be easier and 
secure, at least financially. So is it any 
wonder that when I stop to count my 
blessings, that the majority seem to 
point to the Northwestern,” she said. 


Stoltz Uses “Model Letter” 


H. J. Stoltz, Normal, Ill, who paid 
for 101%4 lives, described a simplified 
and streamlined presentation which he 
used in obtaining the bulk of his pro- 
duction. Entering life insurance full 
time four years ago, he told how he 
qualified for the Million Dollar Round 
Table the last two years. He discussed 
the development and use of a model let- 
ter which his secretary can write to ac- 
company planned income presentations 
and which has resulted in great-economy 
of time. 

Mr. Stoltz has set for his goal 12 sell- 
ing calls weekly—four planned incomes 
and eight model savings plans. He be- 
lieves this should double his production 
since he knows so many people in his 
territory that prospecting has never been 
a problem at all. 

To be helpful, he said, the letter needs 
to be both personal and motivating; 
“motivating to the prospect, but above 
all, motivating to me so that I really 
feel that the income shown is the most 
important, thing in the world to his 
family—and that he knows it. If I really 
believe that the program is the best, if 
not the only solution to his problem, he 
will sense that fact.” 

The letter is designed to motivate the 
prospect to do something now, even if it 
is only to buy term insurance, as an 
option on his favorite permanent plan. 
“While I won’t derive much commission 
from the transaction, I will have a satis- 
fied client and be his insyrance agent, 
especially when my competitors come 


Insurance Business : 
on Upgrade in 
South Africa 


“Business is booming in South Africa 
as it is in this country, with insurance 
on the upgrade,” stated Robert H. Wof- 
findin, one of South Africa’s leading life 
insurance executives, who was a visitor 
at Life Insurance Agency Management 
Assn. 

Mr. Woffindin, general agent and ac. 
tuary for African Life Assurance §o. 
ciety, Johannesburg, came to the United 
States on his way home from the cen. 
tenary assembly of Institute of Actuaries 
in London. He is studying American 
methods and has visited several large 
companies in New York and Hartford as 
well as L. I. A. M. A. f 

In discussing life insurance in South 
Africa, Mr. Woffindin said that out of 
about 22 companies, eight are South 
African, two are Canadian, three are 
Australian, and approximately nine are 
British. All the companies Operate on 
the American agency system, with full. 
time agents. 

Of its total population, South Africa 
has about 2% million white people, 8 
million natives, 1% million colored peo- 
ple, and %4 million Indians. The most 
popular type of life insurance among 
white business people is ordinary life; 
industrial insurance is sold in substan- 
tial quantities to the natives, colored, 
and Indians. African Society writes 
new business in excess of $60 million 
every year and has approximately $180 
million of insurance in force. 

Mr. Woffindin received his early train- 
ing in England and became a fellow of 
Institute of Actuaries in 1921. He 
joined the African Life Society when 
he went to South Africa in 1925. 








along. Later, conversion is just a matter 
of routine, a service which the client 
always appreciates.” 

E. H. Lattimer, special agent, Wat 
sau, Wis., with a production of $757,445 
in the year, set a brilliant record as a 
relatively young agent. He explained 
his success with a simplified three-way 
closing chart, similar in principle to the 
company’s three-way policy presenta 
tion. 

Vary Plans on Same Premium 

The proposal shows the amount of in- 
surance a given premium will buy under 
several different plans. He finds the 
form very helpful in explaining briefly 
what the different forms of insurance 
will do and helping the prospect, with 
proper guidance, to select the plan he 
needs. Working with round figure pre- 
miums, such as $100 annual premium at 
ages 10 through 55 for ordinary life, 65 
life and retirement income at 65, elimi- 
nates the necessity of fumbling through 
a rate book and the proposal can 
completed easily with the prospect 
watching you. It also builds up those 
extra $1,000 amounts which might not 
otherwise be bought. Mr. Lattimer used 
several case history instances to deta 
his use of the proposal form. He ex 
plained to each prospect and his wife 
what the definite amount of premium 
will provide as an immediate estate and 
monthly installment payment for life to 
the wife, the increase in estate value and 
installments each year, and the value of 
a paid-up policy, cash value or monthly 
income amount at the age selected to 
end premium payments. Each plan 1s 
presented separately to maintain conceil- 
tration, and then the relative figures are 
compared, In his discussion, Mr. Lat- 
timer purposely omits reference to the 
type of contract being considered, ex- 
cept to answer questions, but concet- 
trates on what it will provide and lets 
the prospect and his wife choose on that 
basis. 


George F. B. Smith, vice-president i 
charge of agencies of ‘Connecticut Mu- 
tual Life, will be guest of honor at the 
annual outing of the William T. Earls 
agency of Cincinnati July 27. 
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Court Rejects 
N. Y. Limitation 
on Suicide Clause 


The suicide exclusion clause in the 
New York statute covers only suicide 
by sane insured and the insurance super- 
intendent is without authority to substi- 
tute language less favorable to the in- 
sured, the New York court of appeals at 
Albany held in the case of Jacqueline 
Franklin vs. John Hancock Mutual Life. 
The decision is regarded as of consider- 
able importance in New York state and 
of some consequence outside New York, 
in those states that have a similarly 
worded statute. 

The facts were these: Jacqueline 
Franklin’s husband took out a policy 
naming her as beneficiary on November 
13, 1943. On November 12, 1945, in- 
sured committed suicide by hanging 
himself. 

a clause used by John Hancock 
read: 

“If the insured shall die within two 
years from the date of issue this policy 
by self-destruction while sane or insane, 
the amount payable hereunder shall be 
limited to the premiums paid hereon.” 

The company offered to return the 
premiums to Mrs, Franklin, but she re- 
jected the offer. She sued and recovered 
the face amount of the policy, $5,000. In 
the New York supreme court John Han- 
cock moved for summary judgment dis- 
missing the complaint. The motion was 
granted. The appellate division of the 
supreme court upheld the verdict. The 
court of appeals reversed it. ‘ 


Clause Approved 


The suicide clause used by John Han- 
cock had been approved by the super- 
intendent of insurance. However, the 
court pointed out, the statute in accord- 
ance with the insurance law itself said 
that no policy issued or delivered in the 
state should exclude liability for suicide 
except liability of the company beyond 
the amount of reserve less any indebted- 
ness on the policy, “for death due to 
suicide occurring within two years from 
the date of the issue of the policy.” 

The court commented that whether 
the superintendent had the right to ap- 
prove the use of the words “self-destruc- 
tion while sane or insane” as a substi- 
tute for the statutory phrase, “death due 
to suicide” was the principal question in 
the case. 

It added that many cases in New 
York courts hold that a life policy ex- 
cluding death by suicide is effective if 
msured kills himself while sane but is 
moperative if insured at time of suicide 
was insane. The terminology, “suicide, 
sane or insane,” voids the policy in in- 
ee te eng by insured, the court 

ed. 


Clause Unfavorable 


The exclusion clause in the statute 
covers only suicide by sane insured, ac- 
cording to the court. Thus approval by 
superintendent of the suicide clause con- 
tained in the policy in suit was ineffec- 
tive because that clause was less favor- 
able to the plaintiff than the statutory 
exclusion. Consequently the statute re- 
quires the court to enforce the policy as 
if the statutory exclusion clause were 
the only proviso in the policy. 

There was a physician’s affidavit in 
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Half Year Results 
for N. W. Mutual . 
Given by Fitzgerald 


Northwestern Mutual Life closed the 
first six months with an increase of $171 
million in force, President Edmund Fitz- 
gerald reported at the annual meeting on 
Wednesday. Insurance in force now to- 
tals $5,577,584,837 and assets are $2,- 
219,683,212. 

Mr. Fitzgerald said interest on new 
bond purchases in the six months was at 
a rate of 3.22% compared with 3.01% 
for the same period in 1947. He noted 
that the interest rates on new invest- 
ments and interest earned on total in- 
vestments of life companies have not 
only stabilized but show some improve- 
ment. However, the recovery in inter- 
est earnings of life companies will be 
slow. The annual increase in assets 
which furnish most investment funds, is 
at a rate of only about 8% of the total 
assets of life companies. 

New business in the first six months 

was $241,845,926, while sales in the last 
three months showed increases ranging 
from 13 to 24%. June issued business 
was the largest for that month in his- 
tory. 
Expenses continued to increase, Mr. 
Fitzgerald noted, but the rate of acceler- 
ation shows signs of decreasing. Dis- 
bursements in the first half year totaled 
$98,077,007. Total income was $167,- 
798,407. 

Mortality continued good. There was 
an increase in number of deaths caused 
by diseases of the heart, blood vessels 
and kidneys, but there were decreases 
for all other causes. 

Surrenders and lapses were at an an- 
nual rate of 1.32%, about the same as 
last year. 








the case ‘stating that the victim pos- 
sessed insane impulses and did not know 
the nature of his act. 

The effect of the court’s decision is to 
send the case back for trial to determine 
whether Franklin was sane or insane 
when he committed suicide. The chief 
interest-in the case, however, lies in the 
fact that the decision eliminates “suicide 
while sane or insane” as a defense. 

In effect these cases would in the fu- 
fure be argued on the evidence of sanity 





or insanity, unless the statute had 
changed. 
National Life Starts 


Agents Executive Council 


Charter members in a new organiza- 
tion known as the Agents Executive 
Council of National Life of Vermont 
have been announced. Robert O. Bickel 
of the C. V. Shepherd agency, Cedar 
Rapids, Ia., will be president of the 
council; Chester G. Raymond of Ta- 
coma, representing the R. A. Baggott 
agency in Seattle, vice-president, and 
Raymond H. Sponberg of the Lloyd O. 
Swanson agency, Minneapolis, secretary. 

The other members are: Leigh 
Bair, New York City; John W. Car- 
rothers, San Francisco; Neil ‘C. -Croon- 
quist, Minneapolis; Eugene C. DeVol, 
Philadelphia; Francis T. Fenn, Jr., Hart- 
ford; George S. Hamilton, Baltimore; 
George H. McWhirter, Atlanta; E. 
Price Ripley, Roanoke, and Thomas M. 
Schriber, New ‘Canaan, ‘Conn. 

The charter members of the new 
council will be the guests of the home 
office at Montpelier Oct. 3-6 for the ex- 
change of information and ideas. 


AFL Represents Local Workers 

WASHINGTON—National labor re- 
lations board has certified the office em- 
ployes union of AFL as_ bargaining 
agent for office employes of American 
National at Phoenix, following an elec- 
tion. 


Joyce Leads Bankers Life 


Joseph F. Joyce of Pittsburgh, agent 
in the Frank C. Wigginton agency of 








Bankers Life of Des Moines, led the 
entire field force in production of new 
written business for the week ended July 
16 with $100,000. He is a graduate of 
a two-year business course at Duquesne 
University, and joined the Pittsburgh 
agency in April, 1946, after nine years’ 
service with the Pennsylvania Trans- 
former Co. and previous experience sell- 
ing general insurance. He is a graduate 
of three of the Bankers Life sales train- 
ing schools, and last year was a member 
of the $200,000 Club. 


Newark Ranks No. 1 


With a total of $9,540,000 of ordinary 
paid-for, the Newark agency of Pruden- 
tial ranked first among the company’s 85 
ordinary agencies for the six-month pe- 
riod ended June 30. 

Newark, under management of 25- 
year Prudential veteran Charles W. 
Campbell, won top volume honors in 
1946 and 1947. Last year its ordinary 
sales amounted to $19,121,000. 


Callender in Bay City Post 


Russell Callender has been named 
district manager at Bay City, Mich., for 
Ohio National Life, under A. S. Bren- 
nan, Saginaw general agent. ‘Mr. Cal- 
lender recently completed a home office 
training course. 








U.S. Companies Buy 
More Canada Bonds 


In their search for sound invest- 
ments, life companies in the United 
States are turning increasingly to Ca- 
nadian securities. There has been a 
tremendous industrial and commercial 
development north of the border and 
many investment men feel that Canada 
is now where the United States was 50 
years ago. 
Companies have been buying top 
grade Canadian utility bonds, guaranteed 
railroad bonds, dominion, provincial, 
and municipal securities, and some in- 
dustrial bonds. 

Canadian municipals have the advan- 
tages from a life company point of view 
that they lack the tax-exempt feature 
which makes American municipals eag- 
erly sought after by the wealthy, with a 
consequent lowered yield. The yield 
on a Canadian municipal bond is about 
half a percentage point greater than 
the yield on a comparable U. S. munici- 
pal. 
Canada has been considerably handi- 
capped by the dollar shortage. Previ- 
ously Canada could obtain dollars from 
the sterling countries with which to pay 
its obligations in the United States. 
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HERE’S ONE 
YOU DON’T HAVE! 


Home Owner’s Protection. 
Not just another mortgage 
redemption policy rider or 
adaptation of conventional 
coverages to the mortgage 


CENTRAL LIFE 
Home Owner’s Protection 
plan is a program tailored to 
the specific needs of the 
Home Owner. No require- 
ment of surplus coverage to 
care for possible hazards... 
The CENTRAL LIFE plan 
covers the actual hazards at 
amazing low cost. 

Issued ONLY to bona fide 


CENTRAL LIFE 


ILLINOIS 


Founded 1905 
Alfred MacArthur, President 


Company 
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N.A.L.U. General Sessions Cut to Two 


The National Assn. of Life Under- 
writers and its program chairman, John 
D. Moynahan, manager Metropolitan 
Life, ‘Chicago, are to be congratulated 
on shortening the approaching National 
Assn. of Life Underwriters convention 
to two general sessions instead of the 
three that have been customary. 

Instead of being the entire show, the 
three-day sessions have become the cli- 
max to a week that also included meet- 
ings of trustees, committees, national 
council, C.L.U., women’s groups, and 
beginning even earlier, the Million Dol- 
lar Round Table. 

It is pretty difficult to keep a climax 
going for three days. With two days it 
should be much easier to make them vi- 
tal and memorable. Perhaps at some 
time in the future there will be just one 
bang-up general session, which should 
be quite enough for people who have 
sat, talked, eaten, drunk, argued, cajoled, 
conferred and compromised through 
nearly a week of preliminary meetings. 

One factor in reducing the need for 
general sessions is that the sales congress 
aspect of the general sessions has been 
largely taken care of by the concurrent 
sessions, one for agents and one for gen- 
eral agents and managers, giving each 
group a program suited to its particular 
needs. 

A more compelling reason for reduc- 
ing the number of general sessions is 
that the N.A.L.U. has become more 
and more of a factor in the business, 
dealing with problems in an organized, 
constructive way, and it was inevitable 
that its deliberative functions should 


loom up in an even-larger way as against 
the convention’s role as a gathering of 
the ‘clans. Also, as the association has 
grown larger, its real work is done more 
and more in the meetings of the trustees, 
the committees and the national council. 
The association in convention assembled 
acts on some things and holds final au- 
thority, but as a practical matter the 
N.A.L.U. has gone from a town-meeting 
to a representative-government type of 
organization. 

Due also for congratulations are the 
Million Dollar Round Table and _ its 
chairman, Paul Dunnavan, Canada Life, 
Minneapolis, for their decision to hold 
the M.D.R.T. meeting immediately after 
the final N.A.L.U. general session rather 
than before, as has been customary. The 
new plan will tie the M.D.R.T and the 
N.A.L.U. more closely together. Under 
the old plan, because of the preliminary 
sessions before the N.A.L.U. general 
sessions, there was necessarily a gap 
between the end of the M.D.R.T. meet- 
ing and the first N.A.L.U. general ses- 
sion. Under the new plan the first M.D. 
R.T. session—the breakfast meeting— 
will be the morning after the final N.A. 
L.U. session, at which will occur the 
Million Dollar Round Table hour. 

The tie-in with the N.A.L.U. sessions 
will be even closer next year, for the 
M.D.R.T. vice chairman, Paul W. Cook, 
general agent Mutual Benefit Life, ‘Chi- 
cago, has arranged for the M.D.R.T. 
meeting to be held not only immedi- 
ately following but at the same hotel as 
the N.A.L.U. 1949 convention to be held 
in Cincinnati. 


Sales Resistance Isn't Antagonism 


It is bad enough to be turned down 
after making a thorough and presum- 
ably effective sales presentation but 
many agents make matters worse for 
themselves by feeling that such refusals 
to buy are due to the prospect’s low 
opinion of the agent’s vocation. Too 
frequently an agent construes the pros- 
pect’s attitude as public dislike when it 
is only the natural sales resistance that 
all other salesmen also run into. 

Of course, much can be done and 
should be done by the agent to heighten 
his prestige with the public. The total 
effect of such efforts has already been 
substantial and much more could be 
done. In spite of the gratifying trend 
toward professionalization of the busi- 
ness there is still a long road to travel. 
As O. Sam Cummings, Dallas manager 
of Kansas City Life, pointed out in a 


recent agency bulletin, too small a pro- 
portion of the life agents are qualified to 
give expert advice comparable in qual- 
ity to that of the,average banker, law- 
yer, trust officer or certified public ac- 
countant. Mr. Cummings ascribes this 
lack of prestige for life insurance agents 
as a group to the fact that many are 
nothing but salesmen, “just selling poli- 
cies as they would sell crackers or 
nails.” Whether or not Mr. Cummings 
is being too generous to the average 
banker, lawyer, trust officer, or ‘C.T.A., 
there are certainly, even today, far too 
many agents who lack the professional 
concept or even the capacity to give the 
type of expert advice that the public is 
being led to expect from career life 
agents. 

Yet even when the day comes that all 
agents will be operating on a profes- 


sional basis there will still be sales re- 
sistance. This should not be a matter 
for discouragement but for satisfaction 
on the part of agents. For if life insur- 
ance ever becomes so popular with the 
public that no salesmanship is needed to 


sell it, the creative salesman will no 
longer have a place and agents will be- 
come mere order-takers, perhaps being 
eventually supplanted by clerks behind 


counters, with the usual result of re, 
duced quality of service. 











PERSONAL SIDE OF THE BUSINESS 





Harry Barsantee of Travelers pub- 
licity department will head the promo- 
tion and publicity committee for the 
25th anniversary campaign of Greater 
Hartford Community ‘Chest. 

C. A. Gough, New Jersey deputy com- 
missioner, is bereaved through the 
death of his mother, Mrs. Mary A. Mc- 
Gurk Gough, 96. : 

In behalf of the officers and directors 
of the National Life of Vermont, as a 
personal gift from them, President 
Ernest M. Hopkins, at the quarterly 
meeting of the directors, presented to 
former President Elbert S. Brigham a 
Tiffany sterling silver pitcher and tray, 
inscribed “To Elbert S. Brigham from 
his official associates in the National 
Life Insurance Company in grateful ap- 
preciation of his leadership 1937-1948.” 

The directors personally greeted ‘Mr. 
Brigham for the first time since the Jan- 
uary meeting, as he underwent a surgi- 
cal operation at Boston shortly after his 
retirement and this required some time 
for his recuperation. He is now restored 
to good health and at an office in his 
home in St. Albans he is directing, as 
newly elected president, the affairs of 
American Jersey ‘Cattle Club, and he 
will shortly have an office also in the 
national headquarters at 'Columbus, O. 

Walter H. Sullivan, Provident Mu- 
tual, Syracuse, has qualified for the Mil- 


lion Dollar Round Table. He special- 
izes in pension trust work and acts-as 
an estate consultant. 

William T. Larsen, of the B. C. Thur- 
man agency at Newark of Mutual Bene. 
fit Life has qualified for the Million Dol- 
lar Round Table for the first time. He 
entered life insurance in 1926. In 1936- 
37 he was the agency leader in lives and 
has maintained a high rank on the com- 
pany’s honor roll. He was president 
last year of the Newark C.L.U. chapter, 

A. Stanley Hyde, general agent of 
Girard Life at Philadelphia, and Miss 
Ella Florence Wetenhall were married 
there and left on a trip to Bermuda and 
Nassau aboard the liner Evangeline. The 
bride has been secretary to the president 
of Liverpool & London & Globe fire 
insurance group. 


DEATHS 


William H. Siegmund, Los Angeles 
general agent of Connecticut Mutual 
Life, has been elected commander of the 
Los Angeles chapter, Military Order:of 
World Wars. 

L. V. Minghini, supervisor of the 
group department of Business Men’s As- 
surance at Detroit, who had been with 
the company since 1939, died very sud- 
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denly. He was a former president of 
Detroit Accident & Health Assn. and 
was one of its delegates at the recent 
National association meeting at Minne- 
apolis. 

Rufus M. Potts, 77, Illinois super- 
intendent of insurance from 1913 to 
1917, died last week at St. John’s hos- 
pital in Springfield, Ill. Mr. Potts had 
retired from active practice of law after 
holding membership in the Illinois Bar 
Assn. for 50 years. He made his home in 
Lake Charles, La. 

In 1917, Mr. Potts organized Reisch 
Indemnity and was its active head for 
three years. 

Floyd H. Heaton, retired agent for 
People’s Life, Washington, D. C., died 
there. He was formerly manager at 
Alexandria, Va. 

Mrs. Katherine Behan, wife of Joseph 
C. Behan, retired vice-president of Mas- 
sachusetts Mutual Life Insurance Com- 
pany, was found dead of a heart attack 
in the bedroom of their summer home 
at West Brookfield, Mass. Mr. Behan 
retired from Massachusetts Mutual last 
March. 








Pa. Makes Requirements on 
Beneficial Certificates 


A ruling has been issued by the Penn- 
sylvania department requiring all bene- 
ficial societies to maintain reserves on 
their certificates not less than either the 
American experience 314% table or the 
old standard industrial mortality table at 
34%. Such reserves are to be com- 
puted by the net level premium method 
or by any standard modification thereof 
such as Illinois standard, or by either 
the commissioners’ 1941 standard 3% or- 
dinary table or the 1941 standard 3% in- 
dustrial table. The ruling is that such 
reserves are to be computed by the com- 
missioners’ reserve valuation method 
and all values incorporated in any such 
certificate must be computed in a man- 
ner consistent with. the reserve basis in 
the certificate as adopted in accordance 
with the ruling. 

Beneficial societies are required to 
acknowledge receipt of the ruling within 
30 days and to inform Commissioner 
Malone within-90 days concerning steps 
they have taken to comply with the re- 
quirement. 


Equitable Society Names 
Smith New Division Head 


Gordon A. Smith, 25 years with 
Equitable Society as assistant cashier at 
Spokane and Denver and cashier at 
Providence and Syracuse, has been 
named director of agency special serv- 
Ices, a new division of the agency de- 
partment. In 1931 he transferred to the 
home office agency department and in 
1936 became sales consultant. Later he 
became superintendent of administration 
and in 1946 superintendent of the agency 
department. 

Dwight Starett succeeds Mr. Smith. 
He started in 1909 at Des Moines, ad- 
vanced in the cashier department at Des 
Moines, Detroit, Minneapolis, Wheeling 
and Philadelphia; went to the home of- 
fice agency department in 1929, became 
agency assistant and in 1946 was named 
assistant superintendent. 


Observes Silver Anniversary 


July 27 marked the silver anniversary 
of National Equity Life of Little Rock, 
Ark. The company was founded 25 
years ago by Clyde E. Lowry, president, 
and D. R. McClurg, who served as s¢c- 
tetary-treasurer until his death last year. 

special silver anniversary drive was 
conducted by the field organization in 
honor of President Lowry. J. Bruce 
Trotter, vice-president and agency di- 
rector, presented the silver anniversary 
applications, with appropriate messages 
Irom the field, to President Lowry. 

Members of the home office staff later 
Presented him a cake, with 25 lighted 
candles. President Lowry was host to 
company officials and the home office 
dersonnel at a buffet luncheon. 
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Truman Wants SS 
Benefits Hiked 50% 


WASHINGTON—President Truman 
in his address to the special session of 
Congress Tuesday recommended in- 
creasing social security benefits by 50% 
and reduction of the OASI eligible age 
for women from 65 to 60. He also 
mildly expressed a “hope” for social se- 
curity extension and “a comprehensive 
health program, based on health insur- 
ance.” 

Mr. Trumati made his plea for social 
security legislation on the inflation basis, 
urging “that action be taken by Con- 
gress to relieve other victims of infla- 
tion.” These are the people who de- 
pend on the benefits being paid under 
the old-age and survivors insurance 
system. The average old-age retirement 
benefit for a man and his wife is only 
$39 a month. For a widow with two 
children, the average monthly benefit is 
only $49. These benefits are utterly in- 
adequate, he said. 


See Sullivan Opposed by 
Lamping or Becker in Vote 


SEATTLE—Observers feel that the 
fight for the Washington commissioner’s 
job in the November general election is 
certain to be between Commissioner 
Sullivan, Democrat, and on the Re- 
publican side either Fred C. Becker, 
Seattle manager for Great-West Life, or 
George B. Lamping, who won the nomi- 
nation in 1936 and 1944 and was de- 
feated by Becker in 1940. Mr. Becker 
entered the contest just before the filings 
closed. Sam G. Lamping, who will re- 
tire this year as Seattle manager for 
General of Seattle, withdrew from the 
race in favor of Mr. Becker. Other Re- 
publican candidates are Herb Lonseth, 
LaBow, Haynes Co.;'Sam Wilkeson, 
former Provident Life & Accident agent 
at Seattle, and L. Ray Shute, Tacoma 
independent adjuster. 

Commissioner Sullivan, who is com- 
pleting his fourth term in office, is said 
to hold a considerable edge on the 
Democratic ticket. His opponents are 
Martin P. Sloane, agent for Northwest- 
ern Life of Seattle and Howard A. Muse, 
sueet at Tacoma for Federal Old Line 

ife. 

The elimination of straight ticket vot- 
ing is held to be in Commissioner Sul- 
livan’s favor, because in the past he has 
consistently run ahead of his ticket. 





Becker on European Tour 


Charles E. Becker, president of 
Franklin Life, sailed July 29 on the 
Queen Mary for a two-month tour of 
the European continent and the British 
Isles. He was accompanied by his wife, 
and his twin daughters Marylyn and 
Carylyn, recently graduated from the 
Hockaday School at Dallas. 

Landing at Cherbourg they will visit 
Paris and Rome where they will spend 
approximately four days, this visit there 
being highlighted by an audience with 
Pope Pius XII at his summer palace 
at ‘Castel Gondalfo. 

Their itinerary will include visits to 
Naples and Florence, a motor tour to 
Switzerland with stops at Zurich and 
about 10 days at St. Moritz. Later they 
will motor through Belgium and Hol- 
land, and will spend about a week in 
London, returning on the Queen Eliza- 
beth, sailing Sept. 16. 


Name Haskins C.L.U. Pres. 


Fred M. Haskins, co-general agent of 
the John Hancock Mutual, was elected 
president of the Des Moines C.L.U. 
chapter at the annual meeting. A. M. 
Pickford, general agent of Provident 
Mutual, was named as vice-president and 
Miss Vera M. Snyder of Mutual Benefit 
as secretary-treasurer. 

The chapter decided that this year’s 
C.L.U. study group would be held un- 
der the direction of Drake University 
and would start Oct. 1. The study will 
be on “Law, Wills, Trusts and Estates.” 





Miss Carrie M. Bell, retiring secre- 
tary-treasurer, was presented a gift in 
appreciation of her service to the 
chapter. 





MacFarlane Promoted by 
Massachusetts Mutual 


Bruce M. MacFar- 

lane has been pro- 
moted to assistant 
manager of group 
sales of Massachu- 
setts Mutual Life, 
Mr. MacFarlane 
has been with the 
company since 1930 
in the policy de- 
partment and un- 
derwriting depart- 
ments. During the 
war he was an offi- 
cer in the European 
campaign. 





B. M. MacFarlane 





Fortune Wichita Manager 


Justin G, Fortune has been appointed 
manager of the Wichita city agency 
of Kansas (City Life. 

Mr. Fortune has represented Kansas 
City Life in Garden City, Kan., since 
1939, and for the last five years has 
been one of the leading producers. He 


is a member of the President’s Club, 
having qualified for membership each 
year since its beginning in 1945. In 
1947 and 1948 he qualified for the Kan- 
sas Leaders’ Round Table. He is na- 
tional committeeman to N.A.L.U. and 
president Southwest Kansas Life Un- 
derwriters Assn. 


Port with Northern Life 


Don F. Port has been appointed dis- 
trict manager at Waterloo, Ia. by 
Northern Life of Seattle. He has been 





’ with New York Life at Waterloo for 


several years and is a graduate of Pur- 
due University’s advanced life course. 


Two Named at Atlanta 


The Spratlin, Harrington & Co. at At- 
lanta has appointed James R. Henderson 
manager of the disability department, 
and L. E. Mansfield, Jr., sales represen- 
tative. The appointments follow_ the 
agency’s signing to represent Continen- 
tal Casualty and Continental Assurance. 
Mr. Henderson formerly was with New 
York Life. Mr. Mansfield served in the 
air corps during the war. 








The name of O. C. Hileman, Equit- 
able Society, Cumberland, Md., was in- 
correctly given as “Hellman” in connec- 
tion with his election as 2d vice-presi- 
dent of the local association there. 
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Fifty-Fourth Year of 
Dependable Service 


* The State Life Insurance Com- 


Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $69,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $205,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities —- for those quali- 
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THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana — 


MUTUAL LEGAL RESERVE FOUNDED 1894 


$160,000,000 to 
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LIFE AGENCY CHANGES 





Gates Takes Son 
as Partner 


Allan Gates, Penn Mutual’s general 
agent at Little Rock, has taken into 
partnership his son, 
James B. Gates, 
and they will oper- 
ate as the Gates 


has 
been general agent 
for 20 years and his 
origina! contract 
was signed up by 
Wallis Boileau, Jr., 
now second vice- 
president of the 
company, who at- 
tended the agency’s 
20th anniversary 
two-day meeting at 
partnership was an- 





James B. Gates 


which the 
nounced. 

The original cashier of the agency, 
Nell Newsom, still is cashier there, One 
of the agency’s graduates is Paul Jerni- 
gan, who attended the anniversary. He 
is Penn Mutual’s general agent at Wich- 
ita. James E. Rutherford, executive vice- 
president N.A.L.U., is another graduate. 
He was unable to attend the anniversary 
but recorded a talk in New York, which 
was reproduced in Little Rock during 
the festivities. 

On the program with 20 years of Penn 
Mutual service were General Agent 
Gates, Nell Newsom, office manager; 
Paul Atkinson (all of Little Rock); and 
Harold A. Wood (El Dorado), president 
Arkansas Assn. of Life Underwriters. 
Responses were made by Jack Rivers, 
manager of Union Central, Oklahoma 
City; Paul Jernigan and Mr. Ruther- 
ford (by recording), all of whom for- 
merly were supervisors in the agency. 

There was a tax session with Paul 
Atkinson presiding on “Dower and 
Courtesy: Laws of Descent and Distribu- 
tion,” with a lecture by Harry E. Meek, 
attorney, and another tax session with 
Mr. Atkinson presiding on “1948 Rev- 
enue Act,” with E. Charles Eichenbaum, 
attorney, giving the exposition. “Tax 
Viewpoints of Estate Planning,” were 
discussed by Allan Gates. 

_The next day, “Time Control,” was 
discussed by Jack Rivers and “Prospect- 
ing,” by Paul Jernigan. “What’s It All 
About?” was the subject of the talk by 
Wallis Boileau, Jr. 


new 





_W. B. Robertson, former group super- 
visor for Iowa of Washington National, 
has joined Travelers as an agent at Des 
Moines. 


Fulmer to Retire; 
Thurman Successor 


Harry T. Thurman has been ap- 
pointed to succeed Olin F. Fulmer as 





Olin F. Fulmer 


Harry T. Thurman 


manager of the Savannah agency of 
Mutual Life. Mr. Fulmer will retire 
Aug. 1 under the company’s retirement 
plan after 45 years with Mutual, includ- 
ing 17 as Savannah manager. Mr. Thur- 
man, a former assistant manager at 
Savannah, has been a training assistant 
at the home office since January, 1947. 

Mr. Fulmer joined Mutual in 1903 as 
a clerk at Columbia, S. ‘C., and three 
years later transferred to Savannah as 
assistant cashier. 
moted to cashier. He was named agency 
supervisor in 1914 and in 1931 became 
manager. 

Mr. Thurman, a native of Hampton, 
Ga., was assistant manager at Savannah 
from June, 1945, to February, 1947, 
when he was advanced to training assist- 
ant. He joined Mutual in 1944, as an 
agent at Savannah. 





Swartz Joins Central Life 
of Kansas in Agency Post 


J. B. Swartz has been named agency 
director of Central Life of Kansas. 

Mr. Swartz for the last two years has 
been with North American Accident at 
Topeka and for 18 years before that was 
superintendent of schools in several 
Kansas cities. 


Phelps to Mutual Benefit 


‘Milton H. Phelps has been appointed 
supervisor on the west Florida coast for 
Mutual Benefit Life in the A. J. Le- 
wallen Agency at Miami, His headquar- 
ters will be at Tampa. ’ 

Mr. Phelps for the past 18 years has 
been with Northwestern Mutual at Sy- 
racuse, N. Y 








Increased “Packaged Profits” are assured when you 
sell Columbus Mutual’s “Life Package.” The records of 
hundreds of salesmen prove it. So if you are not 
acquainted with this unique method of insurance selling 
you'll find our sample portfolio—sent without 
obligation—especially interesting. 


The COLUMBUS MUTUAL 











LIFE INSURANCE COMPANY 


D. E. Ball, President 


Columbus 16, Ohio 


In 1911 he was pro- + 


Burlingame to 
Detroit, Marchant to 
Lansing for Sun Life 


W. H. Burlingame has been named 
associate manager at Detroit for Sun 
Life of Canada effective immediately 
and will assume full charge as manager 
next Dec. 13, when Lyman E. Malone, 
the present manager, retires under the 
company’s pension plan because of ill 
health. 

Mr. Burlingame has been with Sun 
Life since 1929 and has been manager 
at Lansing. 

Mr. Malone has served the company 
for more than 20 years. In 1929 he was 
named ‘agency assistant at Newark and 
in 1934 was appointed manager at To- 
ledo. Mr. Malone later served at ‘Cleve- 
land as assistant manager and as man- 
ager at both Wilmington and Detroit. 

C. F. G. Marchant now replaces Mr. 
Burlingame as manager at Lansing. He 
has been with the company for more 
than 20 years and was formerly assistant 
manager at Detroit. 





‘Western States Names 
Manager of Denver Agency 


A new agency has been established 
at Denver for California-Western States. 
V. J. Pobrislo 
has been 
named man- 
ager. 

Mr. Pobris- 
lo has a back- 
ground of 
many years ex- 
perience. From 
1929 to 1936 in 
Wichita he was 
associated with 
Mutual Life as 
agent, super- 
visor and dis- 
trict manager. 

Mr. Pobrislo is well acquainted with 
the Colorado territory, having been a 
successful general agent for Columbian 
National Life in Denver 1936-1947, and 
in San Jose the past year. 





> 
V. J. Pobrislo 





Vort to Head New Agency 
of Prudential at Jamaica 


Saul S. Vort, who has been associate 
manager of Prudential at Newark for 
the past two years, has been appointed 
manager of a newly created agency to 
be opened at Jamaica, N. Y., about 
Oct. 1. 

The Jamaica agency will handle ordi- 
nary and group insurance throughout 
Queens county with possible later ex- 
pansion to include Nassau and Suffolk 
counties. 

Mr. Vort joined the Prudential in 
the home office in 1916 and transferred 
to Newark in 1928. He was assistant 
manager there for 18 years, becoming 
associate manager in 1946, directing 
brokerage operations and_ supervising 
group. 

He is a past president of the Life 
Underwriters Assn. of Northern New 
Jersey. 


Jones Replaces Chandler 
in Philadelphia Post 


E. L. Charidler has retired as active 
manager at Philadelphia for Baltimore 
Life and E. M. Jones will replace him. 

Mr. Chandler started his service with 
Baltimore Life in 1911 at Allentown, Pa., 
and in 1926 was named Philadelphia 
manager. Mr. Jones started with the 
company in 1923 at Philadelphia and two 
years later was named staff superinten- 
dent there. 


Moser Quits at Louisville 


Alvin Moser has resigned as manager 
of Occidental of California at Louisville. 
He will remain in the life insurance 
business, but is not ready to announce 
his connection. Mr. Moser had taken 


the Louisville post three years ago, leay. 
ing Milwaukee where he had _ been fy 
18 years supervisor for Aetna Life, 
entered the business with Aetna in 19% 
at Kansas City, as a producer and 
named cashier at Milwaukee in 1925, Hy 
is a past president of the Wiscongip 
Assn, of Life Underwriters and secre 
tary of the Milwaukee Association ang 
was general chairman of the N.A.LY. 
convention in that city in 1934. 


Mitchell Named Manager o 
Prudential Orlando Agency 


Prudential has given its office in Qr. 
lando, Fla., independent status, and jt 
will be known hereafter as the Orlando 
district office. The office heretofore has 
been a detached office in the Tampa 
district. Under the new setup, detached 
offices at Daytona Beach and Lakeland 
will be placed under supervision of 
Orlando. 

Ivan J. Mitchell, who has been an as. 
sistant manager at Lakeland has been 
appointed manager at Orlando. A grad. 
uate of Eastern Illinois State Teachers 
College, Mr. Mitchell joined Prudential 
in 1935. He served at Lakeland until 
1940 when he was promoted to assistant 


district manager and transferred to 
Tampa. He returned to Lakeland early 
last year. He is vice-president of the 


Lakeland Assn. of Life Underwriters 


and is a C.L.U. 
Hutchinson Named Manager 
at McKeesport, Pa. 


Alexander Hutchinson, formerly divi- 
sion supervisor for Metropolitan in the 
Penn state territory, has been appointed 
manager of the McKeesport, Pa., dis- 
trict. 

Joining Metropolitan at Poughkeepsie, 
N. Y., in 1933, Mr. Hutchinson was pro- 
moted to assistant manager there in 
1937. Six years later he was named 
field training instructor in the home 
office. Later for two years he was a 
field training supervisor before becom- 
ing a division supervisor. 


Dube Manager at Lewiston 


Emile J. Dube, formerly with the © 
Clement Easton agency .at Springfield 
of Union Mutual Life, has been ap- 
pointed district manager at Lewiston, 
Me., associated with the Fred T. Jordan 
home office agency. " 

He is among Union Mutual’s 10 lead 
ing life producers and led in volume 
noncancellable sickness and accident sales 
in 1947 and for the first half of 1948. 


Whitaker, Conner Shifted 


Sidney Whitaker, Metropolitan man- 
ager at Hamilton, O., has been trans- 
ferred as manager to the Cuyahoga dis- 
trict, Cleveland, succeeding Dale 
Conner, who becomes manager of the 
Cleveland district. 


D. C. Caraway Promoted 


Security Life & Accident promoted 
David -C. Caraway to district managef 
for Bremerton, Wash., and vicinity. 








McCall Borrows $2}/2 Million 


McCall Corp. has borrowed $2% mil- 
lion from New York Life on a 3% 
sinking fund note due in 1968. Pro- 
ceeds of the loan will be used to repay 
bank loans and to reimburse the com 
pany, in part, for capital expenditures 
made in connection with its post-v 
plant modernization and expansion p 
gram. 
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L’Estrange Joins 
Capitol Life 
as Agency V.-P. 


Capitol Life of Denver has appointed 
G. A. L’Estrange as vice-president and 
agency director effective Sept. 1. In the 
association of Mr. L’Estrange with 
Capitol Life, the company plans a great- 
er development of the territory in the 13 
states in which it now operates and may 
enter additional ones. 

Mr. L’Estrange has had a long experi- 
ence in the life insurance business, start- 
ing as an agent in 1922 at Springfield, 
Ill. He was field supervisor for several 
years and in 1942 became agency direc- 
tor for Wisconsin National Life, after 
having served as an assistant while man- 
aging its A. & H. department. Since be- 
coming agency director in 1942, life in- 
surance in force has almost doubled un- 
der his leadership. 

For some years Mr. L’Estrange has 
been an active participant in American 
Life Convention activities and for two 
years has served as a member of the 
committee on agents and agencies of 
that organization. He is also a member 
of the committee for companies writing 
ordinary and A. & H. in Life Agency 
Management Assn. He has appeared as 
a speaker before local life underwriters 
groups frequently in the past several 
years. 


Victor Cohen to Prudential 
in Its Group Division 


Victor S. Cohén, chief of the policy 
bureau of the New York department, 
will join Pruden- 
tial’s group depart- 
ment as a_ senior 
contract consultant 
effective Sept. 1. 

Mr. Cohen holds 
an LL.B. degree 
from Columbia and 
is a member of the 
New York bar. He 
joined the New 
York department 
as an attorney in 
its liquidation bu- 
reau. and_ subse- 
quently was ap- 
pointed to his pres- 








~ 
Victor S. Cohen 


ent position. 

He has been particularly active in 
matters relating to accident and health 
msurance. He assisted in drafting the 
N.A.I.C. Official Guide for the filing and 
approval of accident and health insur- 
ance contracts and has participated in 
Many other accident and health insur- 
ance activities of the association. 

In his new capacity, Mr. Cohen will 
assist in the preparation of Prudential’s 
soup contracts and related group insur- 
ance activities. 


Solenberger, Hatmaker Are 
Advanced by Franklin Life 


. Franklin Life has made two promo- 
tions in its home office staff. 





C. W. Solenberger Geo. Hatmaker 


W. Solenberger has been advanced to 
assOciate actuary and George Hatmaker 
has been named assistant secretary. 


YM 


Mr. Solenberger has been assistant 
actuary. He joined the company in 
1946 after several years with American 
United Life. He has a master’s degree 
in actuarial science and is a fellow of 
Actuarial Society of America and Amer- 
ican Institute of Actuaries. 

Mr. Hatmaker has been with Franklin 
Life since 1928 except for four years 
in the army as a captain. He returned 
to the company from service in 1946 
and was named supervisor of the new 
business department. 





Leo Sexton in Eastern Post 
for American National 


American National has named Leo 
Sexton as director of agencies in the 
eastern _ industrial 
division. He has 
been with Franklin 
Life as director of 
industrial agencies. 

Mr. Sexton 
started in the busi- 
ness on a debit with 
John Hancock in 
1930 and later be- 
came district super- 
visor in Hempstead, 
L. I. In 1941 he 
was appointed su- 
pervisor of field 
training and_ in- 
structors in the 
home office school of agency manage- 
ment for John Hancock and later was 
named regional manager at Detroit. 

Mr. Sexton is a graduate of George- 
town University. His new office will 
be at Birmingham, Ala. 





Leo Sexton 


Coleman Named Actuary of 
Group Dept. of State Mutual 


State Mutual Life has appointed 
James F. Coleman as actuary of the 
group department. 

Mr. Coleman is a 
graduate of Ford- 
ham university. In 
1929 he joined Met- 
ropolitan in the re- 
search and mathe- 
matical branch, and 
in 1936 transferred 
to the group de- 
partment. He is a 
member of Actu- 
arial Society of 
America and Amer- 
ican Institute of 
Actuaries. 





J. F. Coleman 





Brown Named Assistant 
to President of Home Life 


Burton B. Brown has been advanced 
to the new position of assistant to the 
president of Home Life of New York. 
In this capacity, he will assist in various 
phases of company activities. He has 
been mortgage secretary and has been 
with the company for 15 years, He is 
a graduate of Drake University, and 
later specialized in insurance at the grad- 
uate school of business administration 
at University of Pennsylvania. 

Robert A. Hoffman, mortgage super- 
vésor, has been advanced to assistant 
superintendent of’ mortgages. He has 
spent his entire business career with 
Home Life in its mortgage department. 
He will assist William T. Thomson, su- 
perintendent of mortgages in adminis- 
tration of the mortgage department. 

Mr. Hoffman’s activities with Home 
Life were interrupted during the period 
of military service. He returned from 
military service with the rank of lieuten- 
ant colonel. 


Manhattan Enters Oregon 


Manhattan Life has entered Oregon. 
Manhattan Life was one of the pioneer 
companies in California, having started 
there in 1853, and has been continuously 
active since. 





Avant Named Asst. Secy. 


Great Southern Life has appointed 
Hugh C. Avant as assistant secretary 
and manager of the policy department. 
He has been with the company since 
1931. 

His appointment fills the vacancy cre- 
ated by the sudden death of N. ‘Carlton 
Smith. 


New S.S. Committee Named 


The new social security committee of 
U. S. Chamber of Commerce includes 
Rollin M. Clark, first vice-president and 
secretary of Continental Casualty; Rein- 
hard A. Hohaus, actuary of Metropoli- 
tan Life; Carl N. Jacobs, president Hard- 
ware Mutual Casualty, Stevens Point, 
Wis.; M. Albert Linton, president Prov- 
ident Mutual Life; John B. St. John, 
associate actuary of Towers, Perrin, 
Forster & Crosby, Philadelphia; J. W. 
Myers, manager insurance and social 
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security department Standard Oil Co., 
New York. 


Texas Fights Assn. Groups 


Life Commissioner Butler of Texas 
has circularized all companies writing 
life and A. & H. asking that they refrain 
from insuring Texans through group 
insurance issued to “trustees of trade 
or professional associations” in other 
states. He states that such group poli- 
cies are in violation of the Texas group 
insurance law and are prohibited in the 
state. 


Mutual Benefit Loans 


Mutual Benefit Life placed a 15 year 
mortgage for $3,250,000 on the 19-story 
cooperative apartment house at 880 
Fifth avenue, New York city. The com- 
pany also bought five Food Fair super- 
markets in New Jersey for about 
$1,200,000. The latter will be leased 
back to the seller for long terms. 
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Broaden Wichita Assn. 
to Include Entire State 


Kansas A. & H. Assn. has succeeded 
the former Wichita A. & H. Underwrit- 
ers Assn. whose membership will be 
open to all A. & H. agents of the state, 
as the Wichita organization is the only 
such organization in Kansas. 

At the annual meeting held at the 
home of Bert Hedges, Business 
Men’s Assurance, Claude W. Jackson, 
Interstate Assurance, was named presi- 
dent, succeeding T. Ray Tyler, Com- 
mercial ‘Casualty. E. L. Mack, Provi- 
dent Life & Accident, was named vice- 
president; J. R. Buxton, Mutual Benefit 
H. & A., secretary, and R. E. Jones, 
B.M.A., treasurer. It was announced 
that the membership had reached 66, a 
new high. 





Ralph Manno Honored 


Modern Life & Accident of Chicago 
gave a dinner at the Edgewater Beach 
hotel, with about 200 in attendance, hon- 
oring Ralph Manno, its founder and 
president, on the company’s 25th anni- 
versary. 

William E. Wall, agency director, was 
chairman of the committee which ar- 
ranged the dinner and awarded prizes to 
winners in the new business campaign 
conducted for the past five months. It 
was announced that premiums for the 
half year were 81% of those for all of 
1947 and now have passed the 1947 total. 

John B, Meccia, attorney, was toast- 
master. Tribute was paid to Mr. Manno 
by a number of speakers, including 
James Ross of the Illinois department 
and officials of civic and business organ- 
izations in which he has been active. 


New Pa. Department Ruling 


The Pennsylvania insurance depart- 
ment has published a ruling in connec- 
tion with optional standard provision 
No, 20 which clarifies the situation oc- 
curring when premiums are paid subse- 
quent to the maximum age limit speci- 

ed in the policy. The ruling is that 
unless there has been misstatement of 
age by insured, if the accident or health 
policy contains a provision establishing 
as an age limit or otherwise a date after 
which coverage shall not be effective, 
and if this date falls within a period for 
which the premium is accepted by the 
company or it accepts a premium after 
such date, the coverage shall continue in 
force until the end of the period for 
which the premium has been accepted or 
until the company delivers to the in- 
sured or mails to him at his last address 
as shown by company records, a writ- 
ten notice of termination. In event the 
insured has misstated date of birth, the 
company shall be liable only for re- 
turn of such premiums upon request. 

Some insurers have been refusing to 
return such premiums on the theory that 
their acceptance has waived the provi- 





sion; other have refused to pay a Claim 
for disability occurring during such 
period, while still others choose to pay 
the lesser of the two amounts. The de- 
partment issued the ruling for the sake 
of uniformity and in order to place the 
burden of properly terminating the pol- 
icy upon the company as the proper 
party for this purpose. 





17 Sign New D. C. Contracts 


WASHINGTON — New contracts 
have been signed by 17 hospitals in this 
area with Group Hospitalization, which 
call for payments for treatment of mem- 
bers based on a cost survey of each hos- 
pital, plus $1.25 a day, or normal charges, 
whichever is lower. A ceiling of $15.02 
per patient-day is provided. 

GHI officials indicate increased hos- 
pital costs will probably be reflected this 
iall in increased GHI rates. 


RECORDS _ 


MUTUAL BENEFIT—Continues to show 
gain in new business. June new busi- 
ness paid for was $19,662,556, up 22 per- 
cent over June, 1947; for six months, 
$113,418,661, up 13 percent. 

GUARANTEE MUTUAL LIFE — There 
was a 29.4% gain in volume paid for dur- 
ing the first six months over the corre- 
sponding period of last year. The net is- 
sued and paid for as of July 1, totaled 
$14,270,322. Business in force now totals 
approximately $255 million. 

CONNECTICUT MUTUAL—New life in- 
surance sales for the first six months 
totaled $108,485,070, compared with $113,- 
148,977 the first half of 1947, a drop of 
4.1%. Insurance in force June 30, was $1,- 
774,245,399, a gain of $76,296,458 for the 
first six months. 

PHOENIX MUTUAL—New life business 
for the first half year was $53,383,000, 
an increase of 9.7% from $48,649,000 in 
the same period last year. As of June 
30, insurance in force was up $33,477,000 
to $987,983,000. $1 billion goal is ex- 
pected. 

WEST COAST LIFE—Reports July 
business 60% ahead of beet last year. 
June business was up approximately 50%. 

PACIFIC MUTUAL — New business 
paid for by Pacific Mutual Life for the 
seven months ending July 15 is substan- 
tially ahead of last year. A gain also is 
reported in commercial A. & H. sales. 

BANKERS LIFE, IA. — Forty-seven 
agencies report a gain of insurance in force 
for the year to July 1. Highest percentage of 
gain was shown by the Robert E, Shay Twin 
insured has misstated date of birth, the 
City agency with 5.89. Others among the 
top agencies gaining included Joseph V. 
Buck, Detroit agency with 5.23; R. L. 
Bailey, Mason City, Ia., agency, 5.10; E. 
H. Trandum, Billings agency, 4.54, and 
W. A. Fraser, Lincoln, Nebr., agency and 
Peterson, Sioux City, Ia., 
for fifth place with gains of 











the F. H. 
agency tied 
4.38%. 

OHIO STATE LIFE—New insurance in 
the first six months totaled $12,562,899, 
approximately $1 million more than re- 
corded in the first six months of last 
year. 

As of June 30, insurance in force 
amounted to $190,331,279. Admitted assets 
are $44,817,523. Capital, surplus and con- 
tingency funds total $4,077,554. Mortality 
was approximately the same as last year 
= A. & H. sales showed a substantial 
gain. 





_Franklin Life has been licensed in Mis- 
sissippi and Nebraska. 
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Position open for right man to take full charge. 
Long established company with home office in 
the East, writing ordinary and industrial. Fel- 
lowship desirable but will consider Associate 
Member. Salary commensurate with training, 
experience and responsibility. State age, edu- 
cational and business background. Address R-1, 
c/o THE NATIONAL UNDERWRITER, 175 West 
Jackson Boulevard, Chicago 4, Illinois. 








SALES MEETS 


Reno Holds Educational 
Conference at Mackinac 


The three-day educational conference 
of the Reno agency of Equitable So- 
ciety, ‘Chicago, at the Grand hotel, 
Mackinac Island, was attended by 43 
delegates and guests. Theme of the 
carefully integrated program was “In- 
creased Sales in Today’s Market 
Through Improved Skills.” 

Gilbert E. Grimm, assistant manager, 
was chairman of the opening session on 
fundamentals. Robert R. Reno, Jr., 
agency manager and host, welcomed 
those present. He discussed the pur- 
chasing power of the dollar today in the 
light of a table prepared by Dr. W. A. 
Irwin, economist of American Bankers 
Assn., showing the relative purchasing 
power of the dollar, since 1800, using 
that year as a base of 100 cents on the 
dollar. There have been only 26 years 
since 1800 when the purchasing power 
of the dollar sunk below 100 cents. Mr. 
Reno applied this to the present eco- 
nomic scene by saying that insurance 
premiums paid with today’s cheap dollar 
«will probably bring payment in a dollar 
which is worth more than 100 cents. 
Herbert J. Nickelson discussed prospect- 
ing through centers of influence. Ro- 
land D. Hinkle treated the insurance of 
minors and the problems of the guar- 
dians. 

The afternoon session of the first day 
was conducted by Frank L. Howell, as- 
sistant manager. Thomas Murray, mort- 
gage supervisor at ‘Chicago, described 
opportunities in connection with this 
cover. ‘Clifford L. Lundgren, Detroit 
manager, described which contracts are 
the best sellers in today’s market. 

The second morning’s conference con- 
cerned “trade winds” and was conducted 
by Mr. Reno. Howard Pierpont, divi- 
sional group manager, discussed oppor- 
tunities for the sale of employe incentive 
plans. Mr. Reno outlined business in- 
surance openings. Harry J. Horder, 
chairman of Horder’s, Inc., Chicago of- 
fice equipment firm, declared that the 
break-even point for profits in all busi- 
nesses, large and small, is today higher 
than ever before. 

Louis R. Agatstein, assistant manager, 
was in charge at the final afternoon ses- 
sion. ‘ Clarence P. Anderson discussed 
the need for consistent production. John 
G. Casper, veteran member of the Mil- 
lion Dollar Round Table, expressed the 
need to hew to the basic sales fundamen- 
tal of life insurance security. Llewellyn 
G. Owens, agency assistant, analyzed 
the overall market. 

On the final day, which was devoted 
to recreation, there was a luncheon for 
the June leaders, a golf tournament, 
bridge, and a fellowship hour. 








Protective Honors Goodall 
at Regional Convention 


Presentation of a silver trophy to 
Robert M. Goodall, Birmingham repre- 
sentative of Protective Life, in recogni- 
tion of his attaining membership in the 
Million Dollar Round Table, and rec- 
ognition of 17 national quality award 
winners highlighted the company’s 
three-day regional convention held %t 
Edgewater Gulf hotel, Gulfport, 
Miss. 

A. R. Jaqua of Southern Methodist 
University was guest speaker at the din- 
ner honoring the 1948-49 Protective 
Club members. He outlined the re- 
sponsibilities of the company to the 
public, and the responsibilities of the 
agents to the company and to the public. 

Sixty representatives from Alabama, 
Kentucky, Louisiana, Mississippi, and 
Tennessee attended the convention. 
Business sessions were held in the morn- 
ings, while the afternoons were devoted 
to recreation. 

Home office representatives attending 
were: Col. William J. Rushton, presi- 
dent; A. C. Wellman, vice-president; C. 
B. McKenzie, agency vice-president; L. 


A. Beers, manager field service, and J. 
A. Ferguson, agency assistant. 

A regional convention for eastern seq. 
board representatives will be held 
Virginia Beach, July 28-31. 


Capitol Schedules Meetings 


On Aug. 2, 3 and 4 the northwest 
regional meeting of the Capitol Life wif 
be held at the Olympic hotel in Seattle 
and the following week the California 
regional meeting will take place at the 
Pierpont inn at Ventura, California. 

Harold B. Wendell, director of agen. 
cies,- Treasurer Melvin J. Roberts and 
Secretary Walter K. Fritz will be pres. 
ent from the home office at the Seattle 
meeting while Vice-president William 
F. Schmausser, Actuary Louis W. Pfar. 
rer and Agency Supervisor Thomas F, 
Daly II will represent the home office at 
the ‘California regional. 


Standard Marks 15 Years 


Standard Life & Accident is celebrat- 
ing its 15th anniversary with an agency 
meeting at the home office in Oklahoma 
City on July 30. C. Fred Freel, vice- 
president and director of agents, will re 
port company progress and conduct the 
meetings. Among the Oklahoma agents 
who have been selected to speak are 
S. E. Legg, Duncan; Cady Brown, J.E. 
West, Oklahoma City; D. F. Young, 
Lloyd Wheat, Tulsa; Walter Luer, 
Ponca ‘City; Hubert Wagner, Chandler; 
Joe Richmond, Muskogee, and Lon 
Boyd, Jr., Tecumseh. 


Jaqua Liberty Speaker 

A. R. Jaqua, director of the Institute 
of Insurance Marketing, Southern Meth- 
odist University, Dallas, will be the 
featured speaker at the convention of 
Liberty Life of Greenville, S. C., at Old 
Point Comfort, Virginia, July 30. 

Mr. Jaqua will tell of the progress of 
the institute and plans for the coming 
term which opens with a basic class 
Sept. 27. 


Hold Two Sales Meetings 

Commercial Benefit Life and Com- 
mercial Benefit Ins. Co. of Phoenix have 
just completed sales schools in Salt 
Lake City and Reno. The attendance at 
the two sessions totaled 40. The new 
contract of Commercial Life was fea- 
tured at both meetings. 














The agency managers of American 
Hospital & Life are holding a three-day 
conference in San Antonio. 


NSLI Article Corrected 


There were two errors in an article 
in the July 16 edition of THE NATIONAL 
UNDERWRITER concerning the recent 
NSLI extension. VA points out that 
veterans whose term policies have 
lapsed have until July 31 to reinstate 
without passing physical examinations 
in most cases by certifying that their 
health is as good as it was when the 
policy lapsed rather than when the pol- 
icy was issued as stated in this publi- 
cation. 

The article states that after July, hold- 
ers of lapsed term policies seeking reil- 
statement must pass medical examina 
tions and qualify as insurable risks. It 
should have been added that this applies 
only to veterans whose insurance 
been lapsed three months or more, 











PENTER'S UNDERWRITER) 


Departments. Equally indispensable '/ 
training old and new life, accident aad | 
health agents in the profitable method # | 
field underwriting. ’ 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 
Paramount Publishing House 
6230 Waggoner Drive Dallas 5, Texo? 
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COMPANIES 


Occidental in Force 
Over $1-3/4 Billion 


Occidental Life crossed $134 billion 
mark of life insurance in force in June. 
The actual figure for insurance in force 
une 30 was $1,755,615,498, of which 
$1,075,693,208 was ordinary and the re- 
mainder group. ie 

The six-month gain in force was 
$178,116,622, the largest first half year 
increase in Occidental history. Of this, 
$102,414,312 was ordinary and $75,702,- 
310 group. : : 

New paid ordinary business the first 
six months totaled $151,356,550, 22.7% 
over the same period in 1947. June paid 
ordinary was a third ahead of June, 1947. 








Midwestern United Is 
Organized in Fort Wayne 


FORT WAY NE—Midwestern United 
Life has been incorporated under Indi- 
ana laws, with home office here, -with 
Phil J. Schwanz as president. Offices 
are in the Standard building. 

Of $500,000 total stock $367,500 has 
been sold, and the company is offering 
100,000 shares of stock at $5 a share in 
its first issue. 

Midwestern United has 28 approved 
agents over Indiana and has received 
pledges of $3,500,000 of life insurance to 
date. Mr. Schwanz says $3,200,000 of 
insurance is the largest amount ever 
placed on the books by any Indiana life 
company during the first year of opera- 


tion. 

Sam W. Fletcher, president of Patter- 
son-Fletcher Co., Fort Wayne, is vice- 
president; Benjamin W. Hartman, Sr., 
of Hartman, Andorfer, Koeneman & 
Borger, Fort Wayne, secretary; John 
Harvrilla, president First Federal Sav- 
ings & Loan Assn. of Gary, treasurer; 
Emmet E. Smith, Winchester, agency 
director. 

Directors include Harry E. Page, 
Rochester; Roy E. Harrold, Rushville, 
and Fred M. Knecht, Muncie. 


Old Republic Credit Life 
Moves Its Home Office 


Old Republic Credit Life, Chicago, 
moved its home office this week to more 
commodious quarters in the Bell build- 
ing, 307 North Michigan avenue, where 
it will occupy more than 50% additional 
space. The company originally was lo- 
cated at 221 North La Salle street and 
since 1936 occupied offices at 309 West 
Jackson boulevard. Its growth in busi- 
ness and office staff during the past 
10 years necessitated the moving to 
larger and more modern offices. 


Four Seek Ohio License 


Dominion Life, Waterloo, Ont.; Wis- 
consin Life, Knights Life and North 
American Life & ‘Casualty have applied 
for admission to Ohio. 


ASSOCIATIONS 


Business Cover Conference 

















Scheduled at U. of L 


The complete program of the business 
and tax insurance conference to be held 
at University of Illinois, Aug. 9-11, 
sponsored by the college of commerce 
and the Illinois Assn. of Life Under- 
Writers was announced this week. Dr. 
Robert I. Mehr, head of the insurance 
department of the university is program 
chairman. 
. Following registration the first morn- 
ing the first session will be addressed by 

ay Martin, education chairman of the 
State association and Dr. Earl P. Strong, 
director of business management serv- 
ie of the university’s college of com- 


XUM 


merce. E. R. Dillavou, professor of 
business law, will talk on “Accounting 
Fundamentals of Importance to the Life 
Insurance Man”; and J. H. Overbeck, 
Jr., attorney, Millett, Lewis & Ross, 
Chicago, on “Sole Proprietorship” the 
first day. 


Second Day’s Program 


The entire program the second day 
will be under direction of Milton Elrod, 
Jr., attorney, Elrod & Girk, Indianapo- 
lis, and will cover partnerships, sales 
opportunities, fundamentals, stock liqui- 
dation, partnership-corporation’ agree- 
ments, key man insurance, pension 
plans, etc. Robert Girk of the Indian- 
apolis law firm will speak Wednesday 
on the 1948 revenue act, estate tax 
changes and sales approaches under the 
act and also will discuss estate planning 
cases, death costs, use of life insurance 
in solving estate problems, etc. 

The meeting will conclude with a 
banquet Wednesday night at which 
B. F. Bills of Bills & Associates, Chi- 
cago, will speak on “A Selling Ap- 
proach for the Life Insurance Contract.” 





Jones Nat'l Committeeman 
of Indianapolis Assn. 


Claude C. Jones, general agent of 
Connecticut Mutual Life at Indianapolis, 
was elected national committeeman of 
the Indianapolis Assn. of Life Under- 
writers at a meeting of the board. He 
has been in life insurance at Indianapo- 
lis 27 years. He was president of the 
Indianapolis and Indiana Associations 
of Life Underwriters and was president 
of the Indianapolis General Agents & 
Managers Assn. 





Cincinnati—B. S. Taylor, New England 
Mutual, president, has announced the 
following committee chairmen appoint- 
ments: J. H. Grossman, Union Central, 
community chest; J. A. Michaels, Phoenix 
Mutual, national quality award; R. D. 
Ross, Jr., Great-West Life, program; L. 
B. Perin, Fidelity Mutual, cooperation 
with bar association; O. E. Wright, Aetna 
Life, publicity; W. A. Sullivan, Metro- 
politan, and M. C. Farrell, Massachusetts 
Mutual, attendance; A. L. Bondi, Metro- 
politan, 4nd W. J. Mack, Northwestern 
Mutual, membership; J. W. Austin, State 
Mutual, editor of “Life Notes.” 

Northern Kentucky — New officers are: 
Farland Wallen, Western & Southern 
Life, president; W. Rucker Davis, vice- 
president; Alvis E. Woodson, secretary- 
treasurer, both of Metropolitan Life, Cov- 
ington. 

Jamestown, N. Y.— ‘Get friendships out 
of your business, not business out of 
your friends,’ was the advice of Peter G. 
Mode, Equitable Society, Buffalo. 


NEW YORK 


LEONARD NAMED BY SOCIETY 


A. Leslie Leonard has been appointed 
to supervise the life insurance activities 
of the school of insurance of the Insur- 
ance Society of New York because of 
the increase in the number of students 
and subjects in this field. Last year the 
society had more than 600 students in 
life insurance, fairly equally divided be- 
tween home office, branch office and 
general agency people interested in at- 
taining a fellowship of the Life Office 
Management Institute, and agents inter- 
ested in C.L.U. work. 

Before joining the society as Dean Ar- 
thur C. Goerlich’s assistant in 1946, Mr. 
Leonard spent four years as an agent 
of Connecticut Mutual Life in Newark. 
After securing his B.A. cum laude in 
business administration at Rutgers, he 
spent two years in graduate work at 
Rutgers and another two as a laboratory 
technician for Western Electric. In the 
navy he became associated in turn with 
two aviation schools, helping to organ- 
ize courses of instruction, preparing les- 
son plans, outlines, visual aids, testing 
procedures, etc., and participating in the 
instruction of officers and enlisted men. 
He was graduated from the naval teach- 
er training school, and later, while on 
leave from the navy, he sat for the ex- 
amination for M.A. at Rutgers and re- 











ceived that degree in 1945. 

The society’s classes for C.L.U. candi- 
dates will meet in the afternoon from 
3:30 to 5:30, October to June, once a 
week for each one of the different 
classes. 





NASHEM OPEN HOUSE 


Lee A. Nashem, New York general 
agent of Mutual Benefit Life, held open 
house for brokers, general agents, and 
home office executives and personnel last 
week. : 

Among the guests from the home 
office were John S. Thompson, presi- 
dent, Richard Pille, superintendent of 
agents, Walter B. Farris, director of 
field personnel, and Dr. Jefferson Weed 
of the medical department. 





LUNCHEON FOR MISS GALLIA 

Carmen Gallia, cashier of the John 
F. Fixa, agency of Manhattan Life at 
San Francisco, was honor guest at a 
luncheon sponsored by the Manhattan 
Life home office attended by nine New 
York agency cashiers. 

Attending from the home office were: 
Elder A. Porter, secretary and actuary; 
Vincent T. Shanley, field auditor; Ed- 
ward F. Gordon, and Miss Lillian Fors, 
cashier of the policyholders service de- 
partment. 

Miss Gallia outlined briefly the public 
relations course recently sponsored by 
San Francisco Life Agency Cashiers 
Assn. of which she is president. 

Miss Gallia is spending 10 days in 
New York, helping edit a cashiers man- 
ual which Manhattan Life will soon 
publish. 








Buys Canada Dry Plant 


Mutual Life has purchased the new 
Minneapolis bottling plant of Canada 
Dry Ginger Ale, Inc., for $625,000. The 
property has been leased back to the 
beverage firm for 20 years, with the ten- 
ant having the right to renew for five 
successive terms of 10 years each. 


POLICIES 


West Coast Life Revises 
Retirement Annuity 


_ West Coast Life has made revisions in 
its retirement annuity policy. Following 
are various monthly annuities per $100 
annual premium: 
Ages at Issue 

Male 





Female 40 50 
Life Annuity 
Male Female 
Age Age 
50 55 $13.68 $ 7.10 $ 1.95 
55 6 20.00 11.55 4.95 
60 65 29.01 17.95 9.31 
65 70 41.93 27.21 15.71 
70 60.95 40.96 25.34 
Life Annuity With 10 Year Certain 
50 55 13.37 6.93 1.90 
55 60 19.27 11.13 4.77 
60 65 27.27 16.87 8.75 
65 70 37.91 24.60 14.21 
70 } 51.83 34.83 21.55 
Life Annuity With Cash Refund 

50 55 11.94 6.19 1.70 
55 60 16.86 9.74 4.17 
60 65 23.39 14.47 7.50 
65 70 32.20 20.90 12.07 
70 a 44.15 29.67 - 18.36 
Joint and 2/3 Survivor Life Annuity 

50 55 12.77 6.62 1.82 
55 60 18.53 10.70 4.59 
60 65 26.61 16.46 8.54 
65 70 38.16 24.77 14.30 
70 55.02 36.97 22.88 





Minnesota Mutual Broadens 
Accidental Death Benefit 


Minnesota Mutual has announced that 
accidental death benefit coverage, as to 
aviation hazards, has been extended 
without additional cost on old policies 
numbered under 470,000. 

Previously, the accidental death bene- 
fit was not payable if death resulted 
from any aeronautic operation, whether 
as a passenger or otherwise. Coverage 








dent. 





POSITION AVAILABLE 
IN HOME OFFICE AGENCY DEPARTMENT 


For this position we seek a man who has 
learned the fundamentals of ordinary life in- 
surance selling, but finds that he prefers office 
work; a man who can give new agents their pre- 
liminary training in the Home Office; who can 
handle agency department correspondence and 
office procedure; who can write and edit the 
monthly agency news bulletin; who knows the 
kind of service the field man has a right to 
expect from the Home Office and who can assist 
in seeing that he gets it. A good educational 
background is essential; age under 40 preferred. 


This is an office position and no selling is con- 
templated, but preference will be given a man 
with experience in selling ordinary insurance 
even though he may not have made a top-notch 
selling record. The starting salary is $4,200 per 
year, and there will be ample opportunity to 
grow with this rapidly growing company. 


If you think you possess the necessary qualifica- 
tions for this position, we invite you to write to 
us. Tell us, in your first letter all you think we 
might want to know about you to enable us to 
determine your fitness for the position. 


Write to Thos. F. Bourke, Executive Vice Presi- 


UNITED SERVICES LIFE INSURANCE COMPANY 


1600 Twentieth St. N. W., Washington 9, D. C. 
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provided by earlier issues of this bene- 
fit now is broadened to include, as in 
current issues, the risk of “travel or 
flight as a passenger (either fare-paying 
or on a pass but not as a member of the 
crew) in a commercial passenger air- 





craft of an incorporated and licensed 
carrier, operated by a licensed passenger 
pilot, and traveling on a passenger flight 
regularly scheduled and offered to the 
public by such carrier between defi- 
nitely established airports.” 








Selling Business Life Insurance 


(CONTINUED FROM PAGE 3) 





compromise on from three to five times 
the key-man’s income. 

“Let us remember that.the prime pur- 
pose of key-man insurance is to protect 
the company against the loss of services 
of its key-man—it provides a fund with 
which to purchase all or a portion of 
the stock of a key-man upon his death— 
either by formal agreement between the 
corporation and the key-man, or by ne- 
gotiation with the heirs of the deceased 
stockholders; it provides a fund with 
which to continue all or part of the sal- 
ary to the deceased key-man’s family, 
for a reasonable period of time, in rec- 
ognition of his previous activity on be- 
half of the corporation: it provides a 
fund with which to retire a key-man 
after a period of satisfactory service, and 
at such time that his efficiency may be 
decreased because of advancing age; and 
that it is more profitable for the future 
use of the corporation to insure its key- 
men than it is to pay the amount of pre- 
miums in dividends,” 


Buy and Sell Agreements 


J. Lowell Craig, special agent, Indian- 
apolis, in his talk on “Buy and Sell 
Agreements,’ recommended that those 
who are fairly new in the insurance 
business do not attempt to start in a 
field about which they know little or 
nothing. He suggested they keep their 
eyes open and learn a little about sell- 
ing life insurance to liquidate business 
interests, and then try to close a few 
good-sized cases every year, working on 
them as an extra-curricular activity, 


without letting them interfere with their 
regular activity in selling ordinary cases 
and certainly not depending on them for 
income. 

“In the 13 years since my first large 
case of business insurance, this idea has 
paid off surprisingly well,” Mr. Craig 
stated. “The last two years I have sold 
over $1 million of this kind of business.” 
Prospecting 

Under prospecting, he covered. two 
phases, one, that of preparation in which 
the agent learns to recognize a prospect. 
Two, he pointed to the need of basic 
background training in this field, and 
some good, interesting ideas that spark- 
plug the agent’s thinking of where to 
get the prospects. He suggested own- 
ers of a business; centers of influence; 
bankers, accountants, attorneys, cham- 
bers of commerce; new business firms, 
and firms whose owners or partners 
have died. 

Under approach, Mr. Craig empha- 
sized the fundamental difference in the 
problems of liquidating corporation 
holdings and a partnership. A partner- 
ship dies with the death of a partner, 
while a corporation goes on with the 
death of a stockholder. 

Two general avenues of approach are 
open, he said. The first might be called 
the package sale approach in which the 
agent attempts to interest the prospect 
in a buy-and-sell agreement funded with 
life insurance, which, in his experience, 
has worked better with partners than 
with stockholders. 
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LORD BALTIMORE 
of BALTIMORE Street 


an address favorably known to 
millions of travellers 


Just a step from where you want to 


go—from the shopping, business, 
financial or theater districts. 


700 





rooms—each with tub-shower com- 
bination and radio—comfortably ap- 
pointed, immaculately maintained— 
and Maryland cuisine to delight the 


epicure. Convenient garage facilities. 


LORD BALTIMORE HOTEL 


H. Nelson Busick, 
Managing Director 


BALTIMORE AND HANOVER STREETS, BALTIMORE 3, MD. 













The second type of approach might be 
called an analytical approach in which 
the agent tries to define the problem of 
the prospect as he sees them. 

“Help guide the thinking to a prac- 
tical solution in the light of what they 
want to accomplish. Then you are in 
a position to know what they will buy. 
Be honest in your approach. The best 
test of your sale is this: In the light 
of what he wants to do, and your knowl- 
edge, what would you yourself buy if 
you were in his place? My percentage 
of sales to interviews has gone up about 
300% since I have used this type of ap- 
proach.” 


Presentation of Ideas 


He commented that there isn’t any set 
pattern for this sales interview because 
of the variation in problems and objec- 
tives. Citing several cases, he said he 
tried to find out what a man really 
wanted to do with his business interest, 
show him some of the obstacles in the 
way of doing some things and try to 
arrive at a plan that he wanted and that 
might be accomplished. 

“In a closing interview, all my pro- 


posals in this field are written, coverj 
first, the essential facts of the problem: 
second, its solution and, third, how life 
insurance fits as a funding agency, jg 
the least number of words possible and 
avoiding technical problems. I find my 
greatest weakness is the lack of good 
visual selling material in both the ap- 
proach and the presentation. I am plan. 
ning on building some better visual sales 
ideas to conform with my selling ap. 
proach.” . 


Following Through 


Having sold a man on protecting his 
business interest, Mr. Craig maintains 
that there is an obligation to “follow 
through” and be the coordinator of this 


plan. 

“We ought to see to it that the attor. 
ney, the accountant and the trust officer 
finish the job. The attorney, the ae 
countant and the trust officer can be 
very real centers of influence in this 
field of prospecting, if by your helpful 
work you show them you are objective, 
have an open mind, and are not seeking 
merely to sell life insurance by a new 
device.” 


————— inl 








Turn Thumbs Down on Writing Group 
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control a lot of business, it must be 
willing to write group permanent and 
group annuities as well. But even if the 
coinpany is interested only in business 
from its own regular field force it must 
write all the casualty lines along with 
group life. i 

The second thing the company must 
do is to provide the type of specialized 
sales service that all the other group 
writing companies have. It must not 
expect its ordinary field force to do 
more than bird-dog the business but 
must have specialized group men to 
develop and close the case and to in- 
stall and service plan after the case 
is sold. Quite a few companies have 
experimented with the job of develop- 
ing and closing group cases without the 
assistance of specialized personnel, Mr. 
Rosenthal said, but found it just cannot 
be done. 


Would Need Costly Field Setup 


It became apparent from Guardian’s 
studies that a company with its type of 
organization expecting to go into the 
group business would need a field or- 
ganization of at least 12 regional super- 
visors and to justify this expense 
a company would have to get about $35 
million face amount of group life and 
associated casualty coverages. Yet ac- 
cording to the experience of most com- 
panies entering the group field, probably 
$10 million a year from its own full- 
time agents would be about the top for 
any company in Guardian’s size bracket 
even after the group department had 
been installed for several years. 

Therefore, no group department could 
hope to pay its own way unless it con- 
centrated on development of brokerage 
business, especially business of brokers 
specializing in group. Also, a new com- 
pany in the field, to attract brokers, 
would very likely have to write not only 
the usual group life and casualty lines 
but group permanent, group annuities, 
and various special plans, all of which 
would require an expensive home office 
group department, 


Analyzes Group Boom 


Analyzing the recent group insurance 
boom, Mr. Rosenthal discussed its four 
main causes, saying none of them.can 
be counted on to continue in full force 
indefinitely: 

1. The high level of business profits 
has made it possible to write a lot of 
group on employer-pay-all plans, which 
are much easier than lining up 75% 
of the employes in a firm and getting 
them to contribute. Most group people 
think that a much larger proportion of 
future sales will be on the contrib- 
utory basis than in recent years. 

2. Inflation has made it much easier 
to step up group insurance than ordi- 
nary, as the group men have much fre- 


quent and close contact with their 
group policyholders than ordinary agents 
have with theirs. 

3. Union labor pressure has resulted 
in liberalizing many group insurance 
plans. This is an outgrowth of the 
war, when the government held that 
provision of insurance and retirement 
benefits represented the least inflationary 
type of increase in costs. 

4. The restricted character of the 
social security program, as compared 
with other countries, means that a 
great majority of group sales are com- 
plete packages, including weekly A. & 
H. indemnity, hospitalization and surgi- 
cal benefits for employes and depend- 
ents. 


ANY MAY WEAKEN 


Any company entering the group field 
now must reckon with the strong pos- 
sibility of a weakening in some or all of 
the influences responsible for the cur- 
—_ boom in group, said Mr. Rosen- 
thal. 

“In spite of the big boom in group 
sales certain situations have developed 
in the group market which indicate a 
highly competitive situation and possibly 
a temporary exhaustion of the group 
market,” said Mr. Rosenthal. “Some 
group companies have been _ pushing 
sales of group insurance in situations 
where the employer-employe felation- 
ship is pretty tenuous. Those are the so- 
called association group cases which 
you’ve heard so much about. This form 
of group insurance has been objected to 
by many men in the regular life field 
forces. 

“A rather typical case is the policy 
issued to the New York Institute of Ac- 
countants, which is an association of 
public accountants, Any accountant who 
belongs to the association and who has 
at least one employe may participate in 
the group insurance program. There is 
no requirement in the group policy that 
75% of the accounting firms must pat- 
ticipate or anything like that. I believe 
that the participation is only about 25% 
and these are mostly small firms be- 
cause about one-third of the people cov- 
sea are proprietors or partners in the 
rms. 


Only Two-Thirds Are Employes 


_“Only two-thirds are employes and 
since the schedule of insurance is sub- 
stantially more liberal for proprietors 
than employes, you have a situation 
where the bulk of insurance is not on 
employes and where there are many op- 
portunities for individual selection. I 
think it is very likely that as a result of 
the protests of the life underwriters’ as- 
sociations the insurance commissioners’ 
definition of group life insurance will be 
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changed so as to eliminate unsound un- 
derwriting in the area of the group 


TManother unsound development is com- 
petitive rate-cutting which is now going 
on, especially with respect to casualty 
coverages. For companies operating in 
New York state there is a minimum 
schedule of premiums for group life in- 
surance but there is no minimum sched- 
ule for the casualty lines. Some 
roup companies appear to be so hungry 
for business that they will quote any 
kind of a premium for any kind of cas- 
valty coverage.” . 

Another development which Mr. Ro- 
senthal characterized as unhealthy is the 
growing practice of superimposing one 
group policy on top of another. While in 
some states the commisioners’ defini- 
tion puts a limit of $20,000 on any one 
life, some companies have interpreted 
this to mean only with respect to any 


one policy. 


~_ FRATERNALS 


Maccabees’ 70th 
Year Observed 


The Maccabees Friday and Saturday 
is celebrating its 70th anniversary at 
Cedar Point, O., with a special program 
including talks by several of the offi- 
cers from the Detroit headquarters. 
Many of the field representatives who 
have qualified are attending. J. E. Lit- 
tle, actuary and field director, is to pre- 
side at all sessions. 

Those who are attending from the 
head office include Peter Wiggle, secre- 
tary-treasurer, who will respond to the 
welcome by Mayor Kahler of Sandusky; 
Mr. Little, who is to talk on the pur- 
pose of the conference; Frank Garber, 
provincial manager of Ontario on “1948 
Training of Field Workers”; R. L. 
Kester, state supervisor for Ohio, “Serv- 
ice to the Members”; Dr. Hubert R. 
John, medical director, on medical mat- 
ters; R. E. Morris, assistant actuary, 
on “1948 Maccabees Insurance Develop- 
ments”; Edward F. Powers, district 
manager at Cadillac, Mich., on selling 
Maccabees policies; Lee J. Silverthorn, 
publicity director, who will give obser- 
vations; Ulma Moss, junior director and 
assistant to the president, on junior ac- 
tivities; J. C. Lehr, great commander 
for Michigan and supreme trustee, on 
“1948 Lodge Activities” and finally John 
P. Stock, president, who will cast “An 
Eye to the Future.” 


Banquet Features 











Celia Lieb, district manager at San- 
dusky and junior director for Ohio, 
will be toastmistress at the banquet Fri- 
day night. President Stock will extend 
greetings, Mr. Little presents produc- 
tion club awards and there will be a 
drill team exhibition. 

The Cedar Point meeting is the third 
of a series of regionals, there having 
been meetings at Knoxville, Tenn., 
July 22-23 and at Atlantic City July 
26-27. Others will follow at Denver 
Aug. 4-5 and Portland, Ore., Aug. 9-10. 
There is being announced at the re- 
gionals a new family expense and surg- 
ical certificate which is presented as 
an entirely new form to be issued by 
any fraternal society. It enables the 
member to provide protection for him- 
self and all members of his immediate 
family under one certificate. 





Program for C.O.F. Sessions 
at Milwaukee Given 


His Eminence Samuel Cardinal Stritch 
of Mundelein, Ill., will address the quad- 
rennial convention.of Catholic Order of 
Foresters which is to be held Aug. 3-5 
in the Pfister hotel at Milwaukee. An 
address of welcome will be given by 
Mayor F. P. Zeidler. 

Thomas R. Heaney, high chief ranger 





XUM 


of C.O.F., will preside at the business 
sessions and Thomas H. Cannon, chair- 
man, and other officers, also will take 
part. 

Early the morning of the 3rd, dele- 
gates will be led by a band to St. John’s 
Cathedral for a pontifical high mass to 
be celebrated by Archbishop Most Rev. 
Moses E. Kiley. The first business ses- 
sion will start that morning and in the 
evening there will be a banquet and 
dance with Mr. Carinon as toastmaster 


and a prominent speaker. 

Aug. 4 there will be a requiem mass 
for deceased members of the society 
followed by a business session, and the 
next day another business session and 
election of officers. In the afternoon an 
entertainment for ladies and others is 
scheduled at the Blatz brewery. At 
noon there will be a luncheon for the 
field force with addresses by Dr. John 
E. Boland, high medical examiner, and 
Raymond E. McGrath of Omaha. 








Northwestern Mutual Agents Group 


Meets at Milwaukee 
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staff, from the youngest messenger 
through the executive officer. 

Mr. Fitzgerald’s talk also was an in- 
novation. He remarked that for many 
years the agents have had a report from 
management dealing with products and 
methods. This time the report was in 
the nature of presenting the human side 
of the home office, and a number of the 
personnel were introduced throughout 
the talk and described their activities as 
a policy went through the departments. 

Mr. Fitzgerald emphasized that the 
workings of a life insurance home of- 
fice are a personal relationship in which 
the successful carrying out of the se- 
curity plan for the policyholder is the 
concern of everyone. 

The importance of the work of a home 
office staff in policy handling stretches 
far into the future, Mr. Fitzgerald said. 
An endorsement permitting a _ policy- 
holder to secure a tax saving may af- 
fect his descendants 50 years later. It 
is one problem requiring one decision. 
By hundreds of such decisions over the 
years, the company builds its character 
and reputation. 


Trends in Employe Trusts 


An employe trusts session under the 
direction of E. Proctor, Nashville 
general agent, was held for agents who 
have had experience installing and ad- 
ministering pension and_ profit-sharing 
trusts. 

In his discussion of “Current Trends 
in Employes Trusts,” Verne Arends, as- 
sistant secretary, presented statistics 
showing growth of employes’ trust busi- 
ness in the last eight years. The figures 
he presented showed conclusively that 
such business. is an important part of 
the company’s operations and _ that 
“jumbo” cases are the unusual thing. 
The average number of lives per trust 
in the last 18 months was 19. 

He emphasized that special problems 
which ,have developed through experi- 
ence in this field have been met as they 
arise and in many cases anticipated. 
Basic problems included cases where 
employes continue to work beyond the 
normal retirement date; disposition of 
policies on the lives of employes 
affected by Treasury Department ruling, 
Mimeog. 5717; the need for keeping the 
plan sold; and the need for keeping em- 
ployes trusts discussions with employ- 
ers and employes on a “plain talk” basis. 


Splitting Cases 


Jack N. Meek, Columbus, O., ex- 
plained the procedures in splitting a case 
with some other insurance company. Be- 
cause of the strict underwriting regula- 
tions of the Northwestern Mutual, it is 
necessary many times to place groups 
of employes in some other company, 
either on a group or individual policy 
basis. 

Willis F. McMartin, New York, who 
was to have spoken on administration 
of small trusts was unable to attend the 
meeting because of sudden illness. His 
time was divided among the other three 
speakers on the employes trusts panel. 

The need of selling the employes 
trusts plan at its inception to the em- 
ployes was emphasized by E. A. Hasek, 
Kansas City general agent, in a talk en- 
titled “Don’t Let Them Get Cold—lIt’s 
a Yearly Job.” He also stressed keep- 
ing employes sold. : 


Mr. Hasek expressed the opinion that 


if employes are sold at the very begin- 
ning, it will be easier to conserve the 
business in the event of employment 
termination or termination of the trust 
itself. He cited examples of his effort 
in this direction as well as developments 
which prove that employers are begin- 
ning to recognize the advantage of 
spending a little time and some money 
to keep before the employes the plan 
espa has been developed for their bene- 
t. 

Leonard E. Moline, Sioux Falls, in 
his talk on “The Greatest Selling Docu- 


ment of This Great Company,” dis- 


cussed selling by the use of the ledger 
statement which he uses to sell the big- 
gest percentage of his business to 
farmers. 

He cited two definite methods of sell- 
ing to farmers, one by the “Spot Meth- 
od” of obtaining an interview, and, two, 
by getting the interview under the 
“Favorable Circumstances Meth- 
od.” They involve selling the prospect 
on giving the interview, and selling the 
policy itself. 

He stressed the importance of getting 
from one applicant information about the 
next prospect. He believes it important 
to have the prospect farmer’s wife pres- 
ent at the interview as she will have to 
pass on it anyway. 

In outlining a savings plan to the 
prospect, Mr. Moline shows him what 
happens to his dollar when he deposits it 
with the insurance company. Mr. Moline 
uses the ledger statement to explain all 
the financial advantages of life insur- 
ance, how dividends can be left to help 
pay premiums or to start a second sav- 
ings account for dividend accumulations 
plus interest; how dividends increase, as 
do the cash and loan values; that guar- 
anteed paidup insurance is available 
when and if desired. 

Lowell P. Swinger, Waterloo, Ia., in 
his talk, “The New Look Brings New 
Life to ‘How Much Is Enough?’” told 


his fellow agents what he does, how he 
does it and why he does it, citing actual 
case histories. 

Planned income service originated 
from a survey taken among some of the 
nation’s leading farmers to determine to 
what extent they understood the part 
their life insurance played in relation to 
the balancing of their estates. ; 

This service, he said, is designed so 
the agent can sit down with the farmer 
client and determine what the farmer 
would like to accomplish, how he can 
balance his estate, how he can be as- 
sured of an adequate income in old age 
“whether we have cheap money or high 
priced money.” Swinger also runs a 
trial probate to present the prospect’s 
complete picture, completes the family 
picture, discusses and establishes the re- 
quirements for the family in event of 
death, and the amount needed for re- 
tirement. 


First Year Millionaire Talks 


Wendell Dygert, Angola, Ind., who 
spoke on “The Land of 10,000 Pros- 
pects,’ was formerly a part time agent. 
In his first full year in the business, 
Dygert made the Million Dollar Round 
Table. His past agent’s year’s produc- 
tion was $547,600. 

In the “Artistry of Selling” session, 
Deal Tompkins, Charleston, W. Va., 
chairman, showed how successful agents 
sell the bulk of their business, essen- 
tial steps in client-building, what to do, 
and how to do it. 

Frank . Bowen, ‘Charleston, W. Va., 
who paid for $640,000, described the 
use of the confidential estate survey to 
definitize the financial problems of the 
prospect and to make recommendations 
for their solution. He presented the 
following outline: 

1. Picking names off the family tree. 
Get exact spelling of names, relation- 
ship and date of birth. 

2. Climbing into the driver’s seat: 
mortgage insurance opportunity, service 
opportunity in connection with interest, 
wills, know something about the law 
of trusts. 

3. Fact finding for insurance needs: 
business insurance opportunities, re- 
tirement insurance opportunities. 

4. Scratching for pay-dirt: Facts on 
investing surplus, thrift, income, estate 
liabilities, cleanup fund opportunities. 

5. Selling the prospect idea with $64 
questions: estate requirements, planned 
income opportunities. : 

6. Scratching for more pay-dirt: re- 
port on his present estate as a part of 
planned income service. 

Mr. Bowen described how he gains 
the prospect’s confidence so that the 
prospect will answer all questions. 

Hal L. Nutt, production manager, 
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John O. Todd agency, Chicago, on “The 
Art of Interpreting Facts or Between 
the Pillar and the Post,” described an- 
alysis of the prospect’s picture, solution, 
and presentation. 

Life insurance selling is by no means 
a science, Mr. Nutt stated, but a pro- 
fession. A system is necessary, and he 
advocates the out memorandum pro- 
posal. He explained the steps, from the 
rough draft, capital required, work 
sheet, and typed proposal form. Mr. 
Nutt then described the tools he uses, 
including reference books and program- 
ming equipment. He illustrated his 
system by showing an enlarged repro- 
duction of the rough draft proposal and 
capital required work sheet, describing 
the nature and purpose. 

F. A. Morse, special agent, South 
Bend, concluded this session with a talk 
on “The Art of Closing, or Thank You, 
Mr. Prospect!” Mr. Morse is a client 
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builder who sells soundly and solidly. 
The last agent’s year he sold $1,179,992. 

E. Benj. Redfield, Boston agent, in 
“Who Will Hear My Story?” said: “The 
agent who is adept and alert at pros- 
pecting need never worry about where 
his business is coming from nor will he 
ever feel a pressure to close business to 
keep himself going. If you are alert to 
what people say, what they are doing, 
and if you constantly mix with and 
around people, it is almost impossible 
to go through a normal business day 
and not hear, learn or see a situation 
where life insurance can be used. 5 

“Do not fear or think of prospecting 
as an involved method, but study the 
process much in the same way an actor 
learns and studies the moods that best 
fit his lines. Prospecting starts with 
you, so you yourself can fit your expres- 
sion and manners to a way that best 
suits you. 

“Working with your own policyhold- 
ers is an excellent source. If they have 
accepted your recommendations and 
have done business with you, then they 
certainly can suggest and endorse you 
to others who might be impressed with 
you and your service. But be adroit in 
how you seek the names of these peo- 

” 


Elaborating on where he expected to 
write business for the balance of 1948 
and in 1949, Mr. Redfield said: 

“First and foremost, I expect to con- 
tinue to find my prospects coming 
from present policyholders. These same 
policyholders will also provide some 
business.” 3 

Mr. Redfield closed his talk with a 
brief outline of his own philosophy and 
attitude toward the business, his com- 
pany and the work of the agent in life 
insurance. 





CITE LEADING PRODUCERS 





Topping all agents in the gross 
amount of business was A. J. Ostheimer, 
III, Philadelphia, with $5,434,877, a 
company record. Also leader last year, 
he has averaged more than $2,550,000 
of business in the Northwestern the 
past seven years. 

Winner of the “AA” prize for the 
largest net production was Joseph 
‘Blumenthal, Boston, with $1,966,000. 

The special “XX” award and the 1948 
presidency of the Marathon Club for the 
Jargest net number of lives insured, went 
to J. Kenneth Elliott, Kewanee, IIL, 
with a total of 180. 

Mrs. Ann §S. Liston, South Bend, Ind., 
Cramer Agency, with $539,500 of paid- 
for business again led all women agents. 

Winners of class honors in the vari- 
ous volume groups with the greatest 
percentage of increase over their three- 
year rating were: Royall R. Brown, 
Winston-Salem, Class A; R. E. Castelo, 





Jos. Blumenthal 


A. J. Ostheimer 


Champaign, IIll., class B; Frank M. 
Engle, Tulsa, Okla, class C; G. O. Han- 
son, Grand Forks, N. D., class D; K. L. 
Bragdon, Waterloo, Ia., class E. 

Leading the agents who paid for four 
or more lives in each of 12 consecutive 
months were David E. Harris, Des 
Moines, and A. O. Sundquist, Sioux City, 
Ia., both with 16 years continuous mém- 
bership. 

Mr. Hill announced that already more 
than 100 Northwestern agents are mem- 
bers of this year’s Million Dollar Round 
Table. 

In addition to Mr. Ostheimer, the 
other Northwestern “Big Ten” qualifiers 


were: N. H. Seefurth and Ben S. Mc- 
Giveran, Chicago; Joseph Blumenthal, 
Boston; R. R. Brown, Winston-Salem; 
F. D. Leete, Jr., Indianapolis; H. Ben 





Mrs. Ann §S. Liston 


J. K. Elltott 


Ruhl, Detroit; C. M. Ohl, Toledo; E. M. 
Klein, Cleveland; and Alden Smith, 
Nashville. 


Agency Awards 


G. D. Palmer, Yorkville, Ill., Stumm 
agency, won the district agency cup for 
scoring the largest number of points, 
based on five organization factors. 
Leading all district agencies in volume 
of sales was Deal Tompkins, Charles- 
ton, W. Va., with $2,893,700. 

In the competition for the general 
agency achievement cup, K. M. Sny- 
der, Omaha, Neb., was the winner. Gen- 
eral agency volume leaders for the 
agents’ year were: . J. Stumm, 
Aurora, Ill.; Jamison & Phelps, Chi- 
cago; Victor M. Stamm, Milwaukee; 
John R. Mage, Los Angeles; C. R. Eck- 
ert, Detroit; C. L. McMillen, New York; 
M. A. Carroll, Oshkosh, Wis.; P. T. 
Allen, Buffalo, N. Y.; A. C. F. Fink- 
biner, Philadelphia; Frank R. Horner, 
Madison, Wis.; Krueger & Davidson, 
New York, and W. L. Momsen, Boston. 

“Life” magazine’s dramatic picture, 
“The New America,” was presented 
Tuesday morning through a new inven- 
tion developed by the magazine to show 
America’s economy, people, resources, 
obligations and opportunities, its tradi- 
tions and spirit. 


Two Concurrent Meetings Held 


Two concurrent meetings were held 
Tuesday afternoon, one on “Ideas That 
Sizzle” and one on business insurance. 

Howard Goldman, special agent, Rich- 
mond, Va., in discussing “The 1948 Rev- 
enue Act—an Obligation and an ‘Oppor- 
tunity,” outlined the philosophy of the 
act, showing its connection with the in- 
come tax, the gift tax and the estate tax 
changes. He appraised, from the life 
underwriter’s viewpoint, the act’s im- 
pact and its potentialities. He pointed 
out the two main issues involved as 
being a reduction in taxes, because of 
the split income provisions on incomes 
of married persons, and an attempt to 
equalize the tax burden of persons in 


common. law states and community 
property states. He pointed out that 
the new law also effected material 


changes in the state tax and gift tax 
provisions. 

Mr. Goldman said, “As representa- 
tives of the institution of life insurance 
and as builders and conservators of es- 
tates, we have a definite obligation to 
understand the fundamentals of the new 
law and to direct our client’s attention 
to its basic provisions. 

“We must assist our clients in deter- 
mining objectives by raising two funda- 
mental questions: hat does he want 
his estate to do for each member of his 
family; and, second, how should he ar- 
range his ‘life insurance, his estate hold- 
ings and his will to guarantee the at- 
tainment of these objectives while simul- 
taneously effecting the largest tax sav- 
ings possible? 

“The average agent can effectively 
use the new tax law, and he does not 
have to become a tax expert or an 
estate-planner to do so. We can sell our 
prospects on the advantage of reviewing 
their affairs in the light of the new act 
with their attorneys and trust officers. 
Just by moving around, seeing people, 
raising questions and opening up situa- 
tions, any alert agent can reap a rich 
harvest of additional life insurance sales. 


ited, but we must push the sales,” yy, 
Goldman concluded. : 
_Harry L. Krueger of Krueger & Da. 
vidson, New York general agents, speak. 
ing on “The Technique of Program. 
ming Life Insurance,” discussed the 
tions of settlement in the light of cy. 
rent conditions, laws and economic i. 
cumstances. 
_ His discussion concerned the render. 
ing of serwice after the agent has made 
a successful approach to the Prospect, 
has completed a confidential information 
report, prepared the sales presentation, 
made the sale, and been paid a commis. 
sion. 


Work Better.in Insecure Times 


The more uncertain financial, ego. 
nomic and political situations become 
the more valuable and the more essential 
become settlement options and their ap- 
plication to the individual situation, 

The basic essentials which must be 
taken into consideration in the arrange. 
ment of a complete program are a clean. 
up fund, a mortgage fund, a readjust. 
ment fund, income during the critical 
family years, educational fund, an emer- 
gency fund, a life income to the wife 
after the critical family years, and addi. 
tional funds for special and charitable 
requests. «Most often the program, when 
broken down into its component parts, 
presents no difficulty at all. 

Giving a few thoughts in coordinating 
the life insurance, Mr. Krueger Sug- 
gested having small policies payable in 
one sum for clean-up purposes. When 
using the installment amount option, a 
proportion of the monthly payment 
should be paid from each of a group of 
policies, rather than have one follow the 
other. Policy loans and lapses may 
otherwise destroy continuity. Older 
policies should be used for annuity op- 
tion, since they have a better guarantee, 

The fundamental rule is to consider 
first needs first; arrangement of income 
should be flexible and contingencies 
should be thought through. 


Success Formula 


Grant L. Hill, vice-president and di- 
rector of Northwest Mutual, closed the 
three-day meeting with a talk on “Your 
Success Formula.” He urged the agents 
to capitalize on the many wonderful 
ideas they have gained from the annual 
meeting sessions. 

The previous month was the largest 
for issued business of any June in the 
company’s history, he said, and gave 
this as evidence that there is still a lot 
of quality business that can be sold. He 
also emphasized this with the statement 
that the company’s paid production for 
the past three months has been ahead of 
the corresponding months of last year 
by from 13% to 24%. 

Mr. Hill stated that any career agent 
can exceed his last year’s production if 
he “will do an intelligent job of pros- 
pecting and follow-through.” He quoted 
figures that in the farm field seven of 
every 10 farms are now free of mort- 
gage and that statistics show that farm 
families last year, although representing 
less than 20% of the total population, 
saved more money than the other 80% 
of the people. 

He then pointed out the numerous 
prospects for insurance sales in the 
present urban market. 

Closing his talk on this theme, Mr. Hill 
made a strong appeal that each agent 
check himself carefully for efficiency m 
servicing, prospecting, and selling, 90 
that he can continue to pay for a hi 
level of business in the period ahead. 





Richmond Managers Petition 
Company to Name Nolley 


Members of Life Agency Managers 
Assn. of Richmond, Va., have signed 4 
petition asking Northwestern Mut 
Life to name J. Robert Nolley general 
Agent there to succeed his brother, W. 
Tolar Nolley when he retires. Robert 
Nolley has been production manager for 
the agency under his brother who plans 
to retire this year after 50 years with the 


“Sales opportunities will be unlim- company. 
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\ X J HAT do you think about when you 

receive your copy of a business 
paper that carries your advertisement? Are 
you reminded that you have an interest in 
every copy of that issue? Do you have to 


wonder, “Is it a good business investment?” 


—or do you know? 


When you bought the space, did you use 
an A.B.C. report giving all the facts you 
should have about the distribution of the 
publication? How many people evidenced 
reader interest by paying for their copies? 
Did they pay the full price? What premiums, 
ifany, were used as circulation inducements? 
How many get the publication free? Did 
you see an occupational or business break- 


down of the circulation telling you how 


HOW TO KNOW 


what happens to your advertising 









many are really prospects for your merchan- 
dise? How many subscriptions are in ar- 
rears? What is the renewal percentage? 


Where does the circulation go? 


The answers to all these questions and 
more are given in the reports issued by the 


Audit Bureau of Circulations. A.B.C. re- 


. ports are based on actual audits of publish- 


ers’ records made by the Bureau’s experi- 
enced circulation auditors. Always make 
A.B.C. reports your starting point in buying 
space. You know what happens to your ad- 


vertising when you use A.B.C. reports. 


This paper is a member of the Audit 
Bureau of Circulations. Ask us for a copy 


of our A.B.C. report and then study it. 








SEND THE RIGHT MESSAGE TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as defined by A.B.C. 
standards, indicate a reader audience that has 
responded to a publication’s editorial appeal. With 
the interests of readers thus identified, it becomes 
possible to reach specialized groups effectively with 
specialized advertising appeals. 








The National Underwriter 


Co. 








ABC = AUDIT BUREAU OF CIRCULATIONS = Facts as the Basic Yardstick of Advertising Value 
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new interest rates and 


GUERTIN LAWS 


change everything! 


Now more than ever you need the only Statistical service revised monthly with all 
of the new data of 50 leading companies. 


New data on standard and unusual poli- e Limits — ages and amounts. 
cies. i A 
® Investment contracts’ limits. 
e Dividend schedules and results of accumu- 
lations. 


e New interest rates. 


ae q I e Settlement Options — Election by bene- 
— ” " re ficiary; remarriage clause, withdrawal priv- 
¢ Policy provisions fully analyzed. ileges, change from interest only option, 


e Aviation rules and ratings. guaranteed interest rates, etc. 


Subscription Rate: $4.00 a month the first year and $3.00 a month thereafter 


THE DIAMOND LIFE BULLETINS 
A National Underwriter Publication ' 


420 EAST FOURTH STREET CINCINNATI 2, OHIO 





